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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
Editors. 
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These wD, : ack tricks” 


with Pittsburgh Glass 
will help you enjoy your home 
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PLATE GLASS FURNITURE TOPs. 
This “quickie” with Pittsburgh Glass makes 
living more fun... because spilled liquids, 
neglected cigarettes, scratches and tumbler 
rings will never mar your furniture finish 
(or your peace of mind!) again. 


(above ) 








A FULL-LENGTH Do. 


‘OR MIRROR (at right) of 
Pittsburgh Po 


lished Plate Glass does mar- 
vels for your morale . . 


whether you're 
7 or 77. It gives you confidence in your 
4ppearance, makes head-to-toe check-ups 
a pleasant habit, hel 


PS you face the world 
ou can order a mirror 


lephone and easily 
install it yourself in a dozen m 


looking your best. Y, 
like this over the tel 


inutes. 


FREE BOOKLET—“f/0,, to Give Your Home 


Glamour with Glass” .. . contains 24 pages 


of practical Suggestions on the effective 


use of glass and mirrors in your home. ]l- 
lustrated in full color. Write for free copy 
to Pittsburgh Plate Glass Co., 0000-2 
Grant Building, Pittsburgh 19, Pa. 





Where to buy them 


YOU CAN Buy full- 
Plate Glass furnit 
Partment or furniture store, from your 
building supply dealer, or from your local 
glass supplier. You'll find the names of 
dealers carrying these Pittsburgh Class 
items listed in the Yellow Pages of your 
telephone directory under “Pittsburgh Plate 
Glass Products” in the “Glass” section. 






How to order Ta 


length door mirrors and 






DOOR MIRRORS: The: 
sizes of Pittsburgh 
Tors, 16, 18, 20, 22 
68 inches high, an 
fit your door. Me 
from edge to edg 
tell him this wide 
6 convenient cli 














re are five standard FURNITURE Tops: If your furniture 
Plate Glass door mir- top is square or rectangular, take its 
and 24 inches wide by dimensions (with a rigid rule). If 
id one of them should it’s rounded at the corners, or irreg- 
asure your door width ular in Shape, cut a pattern of it 
e. Call your dealer and rom a piece of wrapping paper. 
h. That's all there is to it. Then give dimensions or pattern to 
PS come with each mirror your dealer . . , and he'll supply 

* ++ you can install it yourself in a jiffy. tops to fit your furniture exactly, 













This label identifies products 7 
mode of genuine Pittsburgh Plate Gloss” 
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WASHINGTON REPORT 








Controls extended. Congress has not only ex- 


tended controls through April 30, of next year, 
but also continues for a full twelve months 
the authority to set allocations and priorities 
on scarce materials. With a few exceptions 
it ends Federal rent controls on September 30. 
The exceptions are certified defense housing 
areas; also areas where local governing bodies 
took specific action to continue these controls 
until next April 30. 


Federal credit controls over purchases of con- 


sumer goods and conventional housing loans 
are practically out. The exception in these 
fields is that the Reserve Board may reinstate 
regulations for down payments and minimum 
installments on housing, whenever the annual 
rate of new housing starts has passed 1,200,- 
000. The annual rate at this writing is about 
1,100,000. 


The bill continues the Wage Stabilization Board 


but it requires that members shall be subject 
to Senate confirmation. It takes away from 
the Board the authority to make recommenda- 
tions in labor disputes; save that labor and 
management, in disagreement upon the amount 
by which wages should be increased, may ask 
the Board for an advisory opinion. 


Nobody on the Hill seems to feel good over the 


compromise. Representative Cole, of Kansas, 
thought passage of the bill might mean con- 
tinuation of controls for 20 years or-so. Sen- 
ator Capehart, of Indiana, said, “We’re just 
kidding the American people. This bill doesn’t 
control either prices or wages.” Senator May- 
bank, of South Carolina, chairman of the Sen- 
ate banking committee, indicated that while 
the bill wasn’t too good it probably was the 
best the conferees could make from the widely 
different measures that had been fixed up by 
the two chambers. 


Some background stuff may explain, in part, why 


Congress did what it did do. The first move 
by the conferees, for example, was to throw 
out the House provision that would have 
shucked price controls off all commodities not 
rationed or allocated. Since nothing is now 
rationed, and only a few scarce materials are 
allocated, this provision for all practical pur- 
poses would have meant breaking the leg of 
the price controls program just under its ear. 


Most business men probably would have paid 


to witness such a performance; and Congress- 
men would have been accommodating, except 
for one thing. Believe it or not, there are some 
chills-and-fever symptoms of a recurring infla- 
tion shake. Telling Congress that the country 
is in danger of inflation is like handing that 
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assemblage a wet baby. The Solons could 
hardly bring themselves to believe, much less 
accept, such things. Inflation? When most 
prices are below ceiling levels? But the legis- 
lators are not too bold at the moment. You 
know; that election next fall. Remember? 


Suppose Congress took the control thing out be- 


hind the corncrib and fixed it; but good. Then 
suppose that a few weeks before the famous 
first Tuesday after the first Monday the price 
index let go all holds and took off for the 
economic upper reaches. Alas, poor Congres- 
sional re-election candidates; we knew them 
well! Just doesn’t bear thinking about. 


About those symptoms: the things that are not 


too definite but that can’t quite be ignored. 
First, the current BLS cost-of-living report 
shows that the index has climbed to within 
one-tenth of a point of the all-time high. This 
cost-of-living report has just given more than 
a million railroad workers an automatic wage 
increase; and at this writing is expected to 
give a wage raise to a million automobile 
workers. Second, the steel strike will be settled 
in some manner, before too long; will give 
600,000 or more steel workers a wage raise 


and will give steel management an increase ° 


in steel prices. Third, the Korean troubles 
are keeping the Federal Treasury in the red. 


The Federal budget, for a while, was in balance; 


and that was a road block against inflation. 
But Uncle ended the fiscal year with a deficit 
of more than five billions. Treasury didn’t 
have much luck selling E-bonds so it put out 
a conventional bond issue with an interest rate 
large enough to be attractive. Four and a 
quarter billions; largest bond issue since 45. 
It let commercial banks buy half a billion; 
but it seems pretty clear that maybe as much 
as three billions circulated around to bankers’ 
portfolios, where these bonds will be the basis 
for a big credit expansion at an inauspicious 
time. .. . Anyway, it looked enough like pos- 
sible inflation to cause uneasiness on the Hill; 
and this may account for the extension of 
modified credit and price controls. 


Some contrary evidence: Leon Keyserling, Chair- 


man of the Council of Economic Advisers, 
doesn’t take the inflation rumors seriously. He 
said a few weeks ago that if there were no 
controls in effect he wouldn’t advise putting 
them on. But since a few are in effect he’d 
favor keeping them for a while. Some cus- 
tomers scare over small things as well as big; 
and a rumor of hot war might start a panic 
buying binge. The best continuing defense of 
the American economy, he thinks, is a steady, 
and balanced increase of industrial production. 
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Announcing 


ARMSTRONG’S TUB ALCOVE UNIT 
--- IN M-67 MONOWALL 












































The Armstrong’s Monowall Tub aS 


Unit contains the right amount of Arm- 
strong’s Monowall, metal channels, and 
waterproofing channel filler to completely 
finish the walls of a 5-foot bathtub alcove. 
































Now Armstrong announces a new, easy-to-sell 
bathtub alcove remodeling unit, specially tai- 
lored to the big home remodeling market. In 
a single package, there are three pre-cut pieces 
of Armstrong’s M-67 Monowall®, along with 
metal channels and waterproofing channel 
filler to finish completely the alcove around a 
five-foot tub. This unit, which retails for about 
$30 is just what your customers need to mod- 
ernize an old-fashioned bathroom. You'll find 
it easy to promote, easy to sell. 


Easy to install 

The three large panels in the new unit are 
made to fit the standard size tub recess. Little 
or no cutting and extra fitting is necessary. In- 
stallation is completed easily with ordinary 
hand tools. Metal channels are pre-cut to 
length, and corners are mitered at the factory. 


Choice of colors 

The new package unit is made in a choice of 
four of Monowall’s attractive decorator colors: 
Porcelain White, Wedgwood Blue, Primrose 
Yellow, and Cascade Green. Monowall’s ex- 
clusive M-67 plastic finish makes all these 
Monowall colors clear and lustrous—elimi- 
nates the danger of cracking, chipping, or peel- 
ing due to steam and splashing water. 


Don’t miss out on this new business builder. 
It’s another fast-selling Armstrong item you'll 
find easy to merchandise. For full information 
contact your Armstrong wholesaler today or 
write directly to the Armstrong Cork 
Company, 4707 Lincoln Street, Lan- 
caster, Pennsylvania. 





ARMSTRONG’S ®Sxi MONOWALL 
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NEWS BRIEFS 


Consumer spending increasing. The trend is moderate but 
on a broad front. May sales totalled $13,540,000,000, rose 2 per 
cent over April and 6 per cent over May 1951. The Dept. of Com- 
merce believes the rise is due in part to the May 7 order dropping 
eredit controls on installment buying. Sales spurt began in soft 
lines but now has moved on to hard lines, including building mate- 
rials. Latest figures for our industry .. April $745 million, May 
$950 million. 

* * * 

Solid and steady. Many signs point to stepped-up buying 
for the rest of this year. People feel prices will not go much 
lower, they don’t like high prices but they are semi-reconciled. 
Credit is easier and the people who made large purchases during 
the scare period after Korea are now back in the market. Incomes 
are rising, work is steady. 

* * * 

Defense spending helps. Large increases in defense outlays 
are pushing the national output to a new all-time high in the 
second quarter. Defense spending is now $4 billion higher than 
in the first quarter. Delivery of military goods has accelerated. . 
probably more than the Pentagon cares to reveal. The federal 
stockpiling of metals, such as aluminum is expected to maintain 
over-all demands above civilian consumption levels. 

* * * 


Ceiling prices, freight rates. Some ceiling prices may now 
be raised to reflect increases in freight rates. Building materials 
are covered by Supplementary Regulation 106. Affected are as- 
bestes cement pipe, shingles, flat and corrugated sheets, ceramic 
and clay drain tile, concrete products, gypsum plasters and vitri- 
fied clay sewer pipe. Sellers will be able to reflect all freight rate 
increases back to January 26, 1951. 

* * * 


Strike closes B.C. mills. While it is doubtful if the CIO woods 
strike will have any immediate effect on the market, it is one of 
the live subjects for conversation on the West Coast. Many are 
hoping the Canadian shutdowns will strengthen the American 
market. Cedar shingles have already advanced but potential pro- 
duction of U.S. mills is probably still greater than the present 
market will absorb. Other lumber will be little affected by the 
strike because B.C. mills now ship most of their output to the 
United Kingdom. Fir Clears might be one exception. 

* * * 


May housing starts 107,000. The volume of housing starts 
remained high in May with 107,000 new dwellings started. A small 
decline from April, just 1,000 units, was almost entirely in new 
public housing. Strikes in the building trades in many sections 
of the country are reflected in the May figures. May 1950, ex- 
cepted, the total number of new dwellings started was a record 
for this month. Housing starts for the first five months totaled 
455,600, just 1,900 units under the same period in 1951. 


* * * 


Relaxed metal controls. The NPA has sharply increased self- 
certification allowances of copper and aluminum in the construc- 
tion of both homes and industrial projects. The order is effective 
July 1, 1952. They are keeping the lid on entertainment, recrea- 
tional and amusement projects because of the steel strike. Struc- 
tural steel for home building is also still out. 


* * * 


Huge savings reserve. A backlog of personal savings amount- 
ing to more than $210 billion will help cushion the shock of a 
decline in defense spending when it comes, according to Morton 
Bodfish, chairman of the Federal Savings & Loan Assn., Chicago. 
Barring an all-out war, defense spending should begin to taper off 
in 1953, Bodfish said. 
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Heavy Building 
Increases 40% 


Contract awards for heavy 
construction for the past week 
totaled $365,117,000, an _ in- 
crease of 40% over the average 
week to date this year, accord- 
ing to Engineering News-Rec- 
ord, trade journal of the in- 
dustry. 

Biggest jump in categories 
was again in industrial build- 
ing, which has a total of $92.3 
million in awards, 60% above 
the average week this year. 
Commercial buildings, recently 
freed from controls, also moved 
up, with $16.8 million reported. 

Private housing had another 
good week with $76.8 million, 
ahead of the average week to 
date by 35%. 

Highways came to $56.2 mil- 
lion, and public buildings 
climbed to $44.8 million. 


House Delays 


Public Housing Plan 


The House has sent back to 
conference a compromise ap- 
propriations bill that would 
have given the Public Housing 
Administration the green light 
on a new bond issue for local 
housing authorities. The issue 
was expected to total $150 mil- 
lion to $175 million. 


The House did not object 
specifically to the bond offer- 
ing. Rather, it opposed provi- 
sions of the bill dealing with 
the number of housing units to 
be started in the coming fiscal 
year and with other non-hous- 
ing items. 

Before a joint committee had 
agreed on a reported 35,000 
new units, the House had voted 
for 5,000 units and the Senate, 
45,000. In rejecting the compro- 
mise, the House again ordered 
a 5,000 ceiling on new starts. 


Informed sources saw two 
ways in which the P.H.A. bond 
issue might still come to mar- 
ket this summer as was first 
expected: a new compromise 
bill before Congress adjourns 
or a bill eliminating completely 
the stated number of new hous- 
-ing units. 








Industry Warned 
To Increase Research 


Is the building industry (ex- 
cept for materials manufactur- 
ers) shirking its responsibility 
for research to cut the cost of 
its product, broaden its market? 

One man who thinks so is Dr. 
Clifford S. Rassweiler, Johns- 
Manville vice chairman and re- 
search chief. Before 375 black- 
tied dinner guests at the AIA’s 
middle Atlantic regional confer- 
ence recently in Philadelphia, 
Rassweiler took aim on his tar- 
get and let fly. Said he: “The 
industrial revolution (of com- 
plex, 20th Century discoveries) 
didn’t start until industry began 
making experimentation a full- 
time job for organizations of ex- 
perts. There is no reason for 
believing that the problems of 
the building industry will be 
solved by any less positive ac- 
tion.” 

Government shadow. Build- 
ing research, theorized Rass- 
weiler, is stuck in the horse and 
buggy era because the building 
industry is so fragmentized that 
no single firm can reap a return 
in line with the big cost of con- 
tinuous experimenting on de- 
sign, engineering and construc- 
tion of buildings. Warned Rass- 
weiler: unless the public is to 
“give up expectation of the kind 
of technical advances which have 
been made in other industries,” 
unless the industry wants gov- 
ernment to dictate how buildings 
shall be built, it had better or- 
ganize to finance needed re- 
search jointly. He explained: 
“The cost would be high, but not 
excessive in relation to the in- 
dustry’s income and profit. . . 
One per cent of the industry’s 
income would provide a research 
fund of over $200 million a year. 


Building Off 30% 
in New York City 


Building construction valued 
at $122 million was started in 
New York city during the first 
5 months of 1952, according to 
preliminary figures released by 
Robert R. Behlow, regional di- 
rector of the U. S. Department 
of Labor’s Bureau of Labor 
Statistics. The continued lag 
in both public and private con- 
struction has resulted in a 30 
per cent decline from the rate 
of building activity during the 


10 


same period last year. 

Private housing placed under 
construction from January 
through May is valued at $43 
million, representing a total of 
5,500 new dwelling units. Al- 
most 1,000 new units were 
started last month, of which 
274 were 1-family houses; 434 
in 2-family houses; and 278 
apartment units. 

Non - residential building is 
the one type of private con- 
struction which continues 
ahead of last year’s rate, val- 
ued at $26 million compared to 
$24 million for the first 5 
months of 1951. 


Norfolk Clears Slums 
Using Title | 


In 1950 when Norfolk, Va. 
(pop. 210,000) completed its 
pace-setting plans for redevelop- 
ing almost a third of its down- 
town area from slums into a 
complex of public housing, new 
highways, stores, and industrial 
sites, even some men in HHFA’s 
redevelopment program scoffed 
privately that it would never 
work. 

First final deal. On April 15, 
the city became the first in the 
nation to execute a final loan 
and grant contract with HHFA 
under the Title I slum clearance 
section of the 1949 Housing Act. 
For Norfolk’s starting project, 
the US will donate $3.7 million, 
lend another $7 million to speed 
demolition of 127 acres of Negro 
slums and rehousing of some 
2,900 families. In place of the 
squalid, unpainted shacks will 


Building Materials at. November, 1950, Level 


rise 750 units of public housing 
(the first of which will cost 
$8,160 per unit for the struc- 
tural work), light industry and 
commercial structures, and a 
major realignment of downtown 
streets to help break traffic 
snarls that were driving away 
trade. 


At actual leveling of slum 
buildings, Norfolk was as far in 
the lead among US cities as it 
was with money raising. Bull- 
dozers and wrecking crews had 
flattened 270 buildings which 
covered 24 acres. 


VA Reports Equity 
Skinning Increasing 


Gullible veterans, strapped for 
cash and delinquent in GI mort- 
gage payments, are losing their 
homes in increasing numbers 
due to “equity skinning” or 
‘milking,’ reported VA last 
month. In a typical form of this 
legal racket, a veteran is ap- 
proached by a_ smooth-talking 
stranger who offers to meet 
back payments if the homeowner 
will just “sign on the dotted 
line.” The duped veteran then 
finds he has signed a deed and 
can regain his property only by 
signing a land sales contract at 
a much higher price. When he 
cannot meet the excessive terms 
of the new agreement, he loses 
his house. 

Sometimes, said VA, the vet- 
eran with mortgage payments in 
arrears is coaxed into signing 
away his equity for a nominal 
sum plus the privilege of buying 
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| DeWar ‘Badjustment action 


HELPS YOU 


You perform many operations—ripping, bevel ripping, 
mitering, tenoning, dadoing and others—a total of 15—in 
less than 15 minutes! 

Where most machines require at least 4 adjustments, 
De Walt’s “3 adjustment action” makes it possible to posi- 
tion the saw for any desired cut—in seconds! 

This flexibility speeds up cutting, reduces operator 
fatigue, and enables a De Walt to turn out as much work 
in ten minutes—as other machines will in fifteen. 

De Walt offers you unmatched precision, speed and 
versatility. You rip at speeds up to 90 feet per minute, run 
moulding, turn out window frames and many other items. 

Many operations can be performed by a De Walt 
De Luxe Power Feed Attachment with self motor and end 
rollers. These include ploughing, straight or bevel rabbeting, 





NAME 











‘TO CUT FASTER... 
At Less cost! 


De Want 


gives you 

I5 set-ups, 
15 different cuts 
/ 
..in less than 

15 uiestes! 


single head shaping, tongue and grooving and single-head 
moulding. You start the material—the power feed does the 
rest. You get safe, automatic performance and perfect re- 
sults every time. Power feed operates at three speeds—22'2, 
45 or 90 feet per minute. 

See how De Walt’s “3 adjustment action” saves you 
time...saves you money. See your De Walt dealer or mail 
coupon below. 





DEWALT 


POWER SAWS 


DE WALT INC., Lancaster, Pa. ; ' 
Subsidiary of AMERICAN MACHINE & FOUNDRY CO., New York 


MAIL THIS COUPON TODAY! 


De Walt Inc., Dept. A-8, Lancaster, Pa. 


C) Please send me full details on the De Walt Radial Power Saw Line. 


C) Please send me your informative “Saw Tips’’. 





CITY 


ADDRESS ee ee 











STATE 
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A dependable 
source for 


SUPERIOR 
QUALITY 


BIRCH 


x * * 
CARLOAD SHIPMENTS OF 


_ BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-1, A-2, A-3, 1-1, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 4" to 34”. Complete stock 
sizes. : 


BIRCH DOOR PANELS 


Grades available: A-3, 1-3, 2-3, 
3-3, in 4%” and 3%”. All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100”. Backs, Cross 
Banding and No. 1 Sheet Stock. 


L.C.L. or CAR 
SHIPMENTS 


now available from our new 


DETROIT WAREHOUSE 
including 
DOOR PANELS 


birch and gum \ and %. 


STOCK PANELS 


birch and gum, all sizes 
SHEATHING 
fir and gum, all sizes 
Specify your Requirements 


x * * 


W.R.BRAUND 


Company 


Room 214 Wabeek Building 
276 West Maple Avenue 
Birmingham, Michigan 


Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 

Detroit Warehouse— 
Tel. TY 4-4095 
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another house in a lower cost 
area. The veteran agrees to give 
possession in 60 days and when 
the interval is up, he is evicted 
and told no listing are available 
in the cheaper development. 


There are plenty of potential 
victims. VA calculates that 10% 
of the 3 million home loans guar- 
anteed since the start of the pro- 
gram have been in default for 
one month or more. Bankers, 
builder and lumber dealers would 
do well to heed VA’s advice to 
expose such practices in their 
own communities. 


Plywood Producers © 
Fear Overproduction 


Sales in 1952 are 10 per cent 
higher than in 1951, but over- 
production gloom hung as thick 
as cigar smoke over the Douglas 
Fir Plywood Association’s con- 
vention held last month at Gear- 
hart, Ore. And producers’ spirits 
weren’t lifted one whit by a talk 
made by Jacob Baker, vice presi- 
dent of the Econometric Insti- 
tute, Inc., of New York. He pre- 
dicted plywood demand in the 
last quarter at 3% less than in 
the first quarter. Worse yet, 
plywood demand would lessen 
all through 1953, he estimated. 


B. V. Hancock, Portland was 
re-elected president of the asso- 
ciation. Other officers re-elected 
include: Eberly Thompson, Port- 
land, vice president; Charles M. 
Duecy, Coos Bay, Oregon, sec- 
retary, and J. P. Simpson, Ta- 
coma, treasurer. 


The convention cry this year 
was “more sales.” Sales forces 
are being enlarged. So is the 
plywood association’s promo- 
tion. 


To boost new uses for its 
versatile materials, the ply- 
wood association has charted a 
$1.5 million sales and promo- 
tion program. Through na- 
tional advertising, it carried on 
a “room-for-improvement” con- 
test, worth $20,000 in 46 sepa- 
rate prizes for the best designs 
for remodeling rooms with ply- 
wood. This closed June 30. 

In the first 30 days of the 
contest, 25,000 application 
blanks were requested for the 
contest, one of the biggest ever 
tackled by the industry. Com- 
ments Association Managing 
Director O. Harry Schrader, 
Jr.: “We don’t know yet what 


to expect. We’re moving into 
virgin territory. Remodeling is 
a good market for plywood and 
building materials, but it is a 
market that has to be sold.” 
This Cinderella of the wood 
products industry apparently 
knows no curfew. By the end 
of this year, the Douglas Fir 
Plywood Association estimates 
there will be 93 plants in pro- 
duction. That’s 18 plants more 
than at the end of 1951. It’s 
75 more than at the end of 
1931, and 81 more than in 1925. 
By 1953 the association’s es- 
timate of 93 plants probably 
will be outdated, if the scram- 
ble to produce plywood con- 
tinues. It means one thing: 
Unless the U. S. gets into a 
big shooting war, there’s going 
to be much more abundant ply- 
wood for civilians—probably a 
large surplus unless new uses 
are found almost immediately. 


IN THE MARKET CENTERS 


Canadian Strike 
Improves Seattle Market 


The most determining factor 
in the Seattle market picture 
is the strike in Coastal British 
Columbia, an _ industry-wide 
walkout of 32,000 men. Cedar 
shingles and cedar siding on 
this side of the line have ad- 
vanced, both products being 
low in inventory. Other forest 
products are holding their own 
with prices about the same. 

Fir is described as steady 
with mills tending to firmer 
prices but with buyers inclined 
to be cautious and to hold off 
purchases. As one man put it, 
“it is hard to discern the trend 
but it is clear no one wants 
surplus stocks.” 

Upper fir and hemlock items 
tend toward softness. The per- 
centage of these items used in 
home building continues to 
drop. Green fir dimension is a 
little easier due to many small 
mills coming into production. 
In the past four weeks the 
large mills reporting to the 
West Coast Lumbermen’s Asso- 
ciation have had a surplus of 
10 to 22 per cent. Shed stocks 
move slowly. 

Ending of the C.1.0. strike 
will boost production but it is 
expected two weeks will elapse 
before all mills are supplied 
with logs. 
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Production Vital 
For Tacoma Mills 


Production at the moment is 
the most important thing as 
far as the lumber industry in 
this area is concerned. With all 
conditions relatively favorable, 
mills are bending every effort 
to accumulating adequate re- 
serves in anticipation of forth- 
coming requirements. Logging 
operators likewise are taking 
every advantage of excellent 
operating conditions in the 
woods to build up depleted log 
inventories. 

Buying for the most part is 
running behind production, but 
this does not seem to be caus- 
ing particular concern. Pres- 
ent indications are that the 
Fourth of July shutdown for 
most concerns will be of short 
duration, since operators are 
anxious to make up for earlier 
setbacks. 

Interest in sales of publicly 
owned timber continues. Three 
tracts of Olympic National 
Forest timber were sold last 
week for a total of $205,180. 
Buyers included C. W. Hall, 
who paid $184,195 for 22,400,- 
000 board feet of timber in the 
Samon river area. Picco Log- 
ging Co. bought 800,000 board 
feet of salvage timber on the 
west fork of the Humptulips 
river for $3,530. Anderson and 
Middleton Logging Co. paid 
$17,465 for 3,500,000 feet on 
the east fork of the Hump- 
tulips. Most of the timber was 
hemlock and white fir. 

Nearly 115,000,000 board feet 
of timber in the Olympic Na- 
tional Forest is scheduled to be 
sold at auction July 8 and 9. 
It lies in the Calawah salvage 
area damaged by last summer’s 
big Forks fire. Approximately 
45,900,000 board feet of the 
timber is Douglas fir, accord- 
ing to federal officials. The 
timber will be sold at four sep- 
arate auctions. Advertised 
prices for the Douglas fir range 
from $31.10 to $38.75. 


Prices Firmer 
at Baltimore 


The beginning of summer 
saw lumber prices a little firm- 
er than a few weeks ago, ac- 
cording to Baltimore yard op- 
erators. In general, they think 
the entire industry picture has 
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improved somewhat. June, 
which is sometimes a _ poor 
month for some, has turned 
out to be the best of the year 
for a few lumber dealers here. 

Supplies of Southern pine 
are not said to be adequate for 
the market, with little or no 
change in delivered prices re- 
ported recently. All quotations 
are still below the OPS ceilings. 

There have been continuing 
shipments of longleaf pine 
from Honduras due to inability 
to obtain sufficient supplies 
from Southern states. 


The situation regarding fir 
from the West Coast is both 
satisfactory as to price and 
supplies, dealers report. 

One of the big factors, all 
point out, is government buy- 
ing which is dominating al- 
most every move in the lumber 
market now. This has caused 
a scarcity in some items, it is 
said, but not enough to cause 
any anxiety at this time. 

White pine which in May was 
$10 to $30 off has rallied, and 
is now back to about where it 
was a year and two years ago. 
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‘‘Pre-tallied 
Fork Lift 
Loading, 
Saves 

Time and 
Money”’ 

says 

Claude Curry 





LnETRUIK % 


LIFTRUK the key to "MINUTE MAN SERVICE" 
at Monmouth Central Dealers Supply Co. 





HIS super-modern Freehold, N. J. yard is scientifically de- 

signed around the efficient mobility of the SILENT HOIST | 
LIFTRUK. High stacking of pre-packaged lumber in 500, 1,000, | 
and 2,000 ft. units makes it possible to out-load orders to custom- 
ers’ trucks by means of a LIFTRUK, usually in less than 15 minutes 
for a 10,000 ft. order. This guaranteed ‘Minute Man Service” is a 
feature at Monmouth that has developed loyal customers from all 
parts of the state in ever increasing numbers. LIFTRUK can save 
you, usually up to 75%, in 
materials handling costs, pro- 
duce more efficient yard lay- 

















aT 
saves YOU renee 





exTRAL mera pe MANS 
wonnouty roRk wore \ non pm 2-22 out, and speed up movement 
your TRUCE wonine |__| and stacking of material. 


eens MAN” 
“ 


aie co. 
MONMOUTH CE KCEAGE =" precbold 8.0355 


208 
ws en 22 Pn 2 Available in 5, 714, 10 ton 


capacities. 
‘WHOLESALE pullding Ma P 
purenoLD. NEw 3 





—————— Send for 
— Bulletin 
Electric time device stamps “truck arrival time” in 77 


left corner of order form and again the "time truck 
was loaded” in the right corner. 


SILENT HOIST & CRANE CO. 





Pioneers of Heavy Duty Materials Handling Equipment 
860 63rd STREET, BROOKLYN 20, N. Y. 
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Some items are temporarily 
scarce here. 

One of the disturbing influ- 
ences in the hard wood field 
is the higher price ratio now 
prevailing on shipments from 
Canada, maple and birch, for 
instance. The price trend there 
has been moving up, and the 
operations in foreign exchange 
whereby the Canadian dollar 
now outranks the U. S. dollar 
adds further complications. 

The market in hard wood 
items is excellent despite the 
foregoing difficulties. 


Market Quiet 
at Kansas City 


The lumber market in the 
Southwest was a generally dull 
affair in the last few weeks. 
A little price readjustment 
took place following the re- 
lease of ceiling prices on Yel- 
low Pine, with the only changes 
reported by the bigger mills 
which were quoting a little 
above the ceiling. This was 
notably true in the case of fin- 
ish and 1 by 8 shiplap. 


Otherwise, the market showed 
unimportant changes, with re- 
tailers biding their time and 
showing little interest in mak- 
ing forward commitments be- 
cause of the ceiling price which 
assures them of a limit. The 
volume of busines received in 
the first half of June was the 
lightest for the year to date, 
mills reported. 


The demand chiefly is for 
mixed cars and when orders 
are placed they usually are 
for immediate shipment. Re 
tailers in the farm belt are 
doing very little business be- 
cause of the harvest,. which is 
now in full swing. Farmers 
will not be interested in doing 
any building or repairing until 
after July and for this reason 
retailers are not anxious to 
order in advance. 

A substantial amount of 
building is booked for the fall 
months in the Kansas City area 
and this should be translated 
into considerable lumber busi- 
ness. The hot, dry weather has 
cut into production at the mills 
and also has slowed the start 





of new construction in the 
urban centers. 

The Trans- Missouri-Kansas 
Shippers’ board, in its forecast 
of business for the third quar- 
ter ended September 30, pre- 
dicted that the movement of 
lumber and forest products 
would increase 3.2% over the 
same 1951 period. 

The Federal Reserve Bank, 
in its report covering 171 retail 
line yards in seven Southwest- 
ern states, found that lumber 
sales in the first five months 
of 1952 were 11% behind a 
year ago, that May’s volume 
was off 8%. Stocks of lumber 
at the start of June measured 
22 per cent smaller than a year 
before. 


LUMBER 


Shipments Nationally 
6.3% Under Production 


Lumber shipments of 494 mills 
reporting to the National Lum- 
ber Trade Barometer were 6.3 
percent below production for the 
week ending June 21, 1952. In 
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Retains the strength and advantages of 
wood — plus protection and added rigid- 
ity of metal over wood. 


Compo has many unique patents, adjusts 
to any opening. No visible fastenings 
except on hardware. Compo is solid — 


faces, or Stainless Steel with aluminum 
inserts. Result is the strongest combina- 
tion door and screen ever marketed, re- 
quiring little or no maintenance for a 
| lifetime of durability and lasting beauty. 


Compo features a solid Ponderosa Pine SO — TNS. 
$ 3 ? core inside, with choice of Aluminum sur- Nationally advertised, Compo’s clean 


good looks, quality and easy installation 
make your selling job easier, your sales 
greater. Start getting those extra profits 
today — choose incomparable Compo. 





Beato “ Write — wire or phone for further information to Dept. 1-12 


miracle 


eo ye 


PRODUCTS COMPANY ; — ». 


15221 W. 11 MILE RD. BERKLEY, MICH I 


- 3" pers TEs 


meus JOrdan 4-5944 
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the same week new orders of 
these mills were 5.9 percent be- 
low production. Unfilled orders 
of the reporting mills amounted 
to 40 percent of stocks. For the 
reporting softwood mills, un- 
filled orders were equivalent to 
21 days’ production at the cur- 
rent rate, and gross stocks were 
equivalent to 50 days’ produc- 
tion. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 5.6 percent above pro- 
duction; orders were 3.7 percent 
above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 78.6 percent above; ship- 


ments were 77.5 percent above; . 


new orders were 78.2 percent 
above. Compared to the corre- 
sponding week in 1951, produc- 
tion of reporting mills was 3.9 
percent below; shipments were 
2.7 percent below; and new or- 
ders were 7.9 percent above. 


Shipments 2.2% Below 
Output for Western Pine 


Shipments of Western Pine 
and Associated Woods by the 113 
mills reporting to the Western 
Pine Association for the week 
ending June 21, 1952, totalled 
77,453,000 feet, 2.2 per cent be- 
low production. Orders for the 
week were 77,629,000 feet com- 
pared to 86,075,000 feet last 
year at the same time. Produc- 
tion for the week was 79,188,- 
000 feet. Unfilled orders were 
231,104,000 feet as compared to 
220,458,000 feet in 1951. Gross 
stocks amounted to 747,744,000 
feet. 


Southern Pine Shipments 
3.2°%, Below Production 


Shipments of Southern Pine 
by the 104 mills reporting to 
the Southern Pine Association 
for the week ending June 21, 
1952, amounted to 15,107,000 
feet, 3.2 per cent below produc- 
tion. Orders for the week ran 
to 17,450,000 feet, 3.14 per cent 
below the three year average. 
Unfilled orders totalled 47,174,- 
000 feet, a 5.23% increase over 
the previous week. 
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How All Contractors 


Can Lower Construction Costs 





- VAN-PACKER 


PACKAGED MASONRY 


CHIMNEY 


On mass housing developments where tight building schedules are 
the rule, or for the builder who builds 3 houses a year, Van-Packer 
contributes to lower construction costs in these important ways. 
There’s no waste with Van-Packer Packaged Masonry Chimney. 
Everything is furnished—there’s nothing else to buy. Costly man hours, 
space, breakage and trucking involved in handling brick chimney 
supplies are all avoided. Builders prefer this completely packaged 
chimney, Installation time is cut to a fraction... just 3 hours’ work 

or less by one man and the chimney. is complete. Underwriters’ 
Laboratories tested and approved Van-Packer All-Fuel Chimney is fire- 
safe with a chimney wall of insulating vermiculite concrete and fire-clay 
tile liner. The insulation value of the Van-Packer wall is equal to 24” 
of brick or 70” of ordinary concrete. F.H.A. accepted! 





Nationally distributed through reliable 
building material jobbers and dealers. Van- 
Packer is available for immediate delivery. 
Some jobber territories still open. Write 
for free literature and details. 


‘Van"Packen 


CORPORATION 
Dept. 1307 e 209 S. LaSalle St. 
Chicago 4, Illinois 
Also Manufactured and Distributed in 


- Canada by C. S. McRobert and Son, Ltd., 
St. Laurent, Quebec. 
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The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr. Cc D 

SG sestcecewens 155.00 150.00 105.00 
Flat Grain Flooring 

errr rer. 130.00 125.00 93.00 

BG. éveceweascaus 155.00 150.00 105.00 
Drop Siding 

1x6 (Pat. #106).150.00 145.00 110.00 

1x6 (Pat. #116).155.00 145.00 105.00 
Ceiling 

ME Sacwsneaaa 125.00 123.00 80.00 

SEE Sesvncdaes 115-125 120.00 80.00 
Boards and Shiplap and 2” (Green) 
1x 1x8 1x10 1x12 

a eee 69. 72.00 70.00 77.00 

cS ro 64.00 63.00 62.00 70.00 

Be DD xaveee 54.00 57.00 54.00 62.00 
No. 1 Dimension 

12’ 14’ 6’ 8’ 0’ 

2x 4 82.00 82.00 86.00 82.00 82.00 

2x 6 81.00 81.00 82.00 86.00 86.00 

2x 8 81.00 81.00 81.00 82.00 82.00 

2x10 81.00 81.00 81.00 82.00 82.00 

2x12 81.00 81.00 81.00 83.00 83.00 
No. 2 Dimension 

3x 75.00 75.00 78.00 77.00 77.00 

2x 6 76.00 73.00 77.00 75.00 79.00 

2x 8 76.00 76.00 76.00 76.00 75.00 

2x10 76.00 76.00 76.00 76.00 76.00 

2x12 76.00 76.00 76.00 76.00 76.00 
No. 3 Dimension R/L Only 

EE BEARS ere 61.00 

ee eer eee 

- GSR errr rere rrr erry | 57.00 

SRE <a:a/ wie wid aisdcle s Wuelaeeee s eee eee 52.00 

ER <a aide ai Wicd Galena al ecak es aie Geaece aera 50.00 


(Add 10-15 dollars for dry lumber.) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 12.25 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.50 
Perfections 
No. 1 bb ys 5/2%4 10.00 
No. 2 18” 5/2% 5.40 
No. 3 18” 5/2% 4.00 
XXXXX 
No. 1 16” 5/2 9.00 
No. 2 16” 5/2 5.25 
No. 3 16” 5/2 3.35 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 


Clear “—— —: 
%x4 inch ...... 85.00 80.00 50.00 
[eSo SHER ..ces 95.00 90.00 60.00 
%x6 inch ...... 105.00 100.00 75.00 
Tee SER wccces 130.00 125.00 100.00 
Clear Bungalow Siding, % Inch 
2... ae 160.00 150.00 115.00 
a. aes 185.00 175.00 145.00 
er aedescaus 190.00 180.00 150.00 
Finish, B and Btr, S2 or 4S, 
6’ to 16’ or Rough 
8, SS er ee re ee eee 215.00 
I idiclak tng sa ites a Sh aie ah atiad acter te ea 215.00 
RNIN? arin Grace-eiiaa eared wa aan meee 225.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr. C D 
BEE  céceneenaaws 105.00 100.00 90.00 
BN cosa wialeccns we 120.00 115.00 95.00 
Discount on mouldings 6-20’ odd 
lengths. 


Series 8,000 
Listing under 4.00—list plus 35 per 
cent. 
Listing 4.00 and over—list plus 35 
per cent. 
Clear Lattice, 5-16”, 5-16’ 
100 Lin, Ft, 


WESTERN PINES 


Ponderosa Pine 








6/4 RW 
Selects and 
2 or 48 4/4 RW 6/4RW 8/4 RW 
C&Btr RL ...255.00 260.00 275.00 
Shop, $28 No. 1 No. 2 
EA Tere 150.00 120.00 
PME giahbi aelavereiat i alaieaconinnere 150.00 120.00 
Commons 2&Rtr No 3 No 4 
‘2 or 48 RW 195 RW78 RW 67 
eo MNEs éccsnas 128.00 90.00 72.00 
BROS TR seccess 124.00 88.00 70.00 
Idaho White Pine 
Selects 
S2 or 48 1x4 1x6 1x8 5/64 
C&Btr. RL 250.00 265.00 270.00 265.00 
Geet weeed 205.00 225.00 230.00 235.00 
Commons, 82 or 48 No. 1 No. 2 No. 3 
kh Peer 147.00 140.00 100.00 
BEE (acecaeo wae 147.00 141.00 100.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW 5/4RW 6/4 RW 
B&Btr. RL 270.00 280.00 290.00 
BE ecarne haan 265.00 275.00 285.00 
MP Beh ervsses 235.00 245.00 255.00 
Shop, S28 No. 1 No. 2 No. 3 
TE tececunnes 160.00 130.00 85.00 
 Koseeaqaend 160.00 130.00 85.00 
a. webewesowe 160.00 130.00 85.00 
OAK FLOORING 
Clear Pin #§x2% 4#§x1% %%x2 %x1% 
White ..192.00 165.00 177.00 162.00 
Red ....199.00 172.00 177.00 162.00 
Sel Plain 
White ..172.00 145.00 167.00 152.00 
Red ....179.00 152.00 167.00 152.00 
#1 Com Pin 
White & 
Red ....140.00 113.00 125.00 115.00 
#2 Com Pin 
White & 
Red .... 75.00 53.00 82.00 77.00 
#1 Com & 
Btr Shorts 
t” ..«<3O680 80.00 97.00 97.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Brr. Cc D 
BES vtieiwew acacia 175.00 165.00 145.00 
Flat Grain Flooring 
EEC Eee 160.00 150.00 110.00 
SEO stnnecsuwies 190.00 180.00 140.00 
Drop Siding 
1x6 (Pat. #106).190.00 180.00 150.00 
1x6 (Pat. #116).190.00 180.00 150.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...130.00 130.00 135.00 150.00 
No. 2... 80.00 85.00 85.00 90.00 
No. 3 - 70.00 78.00 78.00 83.00 
No, 1 Dimension 
12° 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.00 
2x 8 90.00 90.00 92.00 98.00 100.00 


2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 


No, 2 -— ke 


2x 4 84.00 5.00 87.00 97.00 97.00 

2x 6 80.00 81.00 82.00 91.00 93.00 

2x 8 80.00 81.00 82.00 91.00 93.00 

2x10 84.00 85.00 85.00 91.00 93.00 

2x12 84.00 85.00 85.00 91.00 93.00 
No. 3 Dimension R/L Only 

2x 4 .00 eae eee 

ac 6 C600 ote. 

2x 8 65.00. .... 

2x10 65.00 mae 

2x12 65.00 


REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart ...... 90.00 
%x 6 V.G. Clear All Heart....... 117.00 
tex 8 V.G. Clear All Heart....... 130.00 
Sx 6 V. G. Clear All Heart....... 117.00 
S&= 8 V.G. Clear All Heart... 136.00 
5gx10 V.G. Clear All Heart....... 153.00 
%x 6 V.G. Clear All Heart....... 164.00 
%x 8 V.G. Clear All Heart....... 194.00 
%x10 V.G. Clear All Heart....... 207.00 
%x12 V.G. Clear All Heart....... 211.00 


Note: A grade V.G. Redwood Siding 
approx. $4.00 less for % and % in 
above sizes. $5.00 less for % inch in 
above sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart....... 240.00 

ixi2 V.G. Clear All Heart....... 255.00 
Note: Deduct $8.00 for A Grade. 

Finish 

1 Ineh Clear All Heart Flat 
Grain Redwood Finish 848 
ME Wace cts ccwerseenes 145.00 
eee 185.00 
© PRAM Ws a ciccneccccsncaees 165.00 
BS FROM Wit c cies ciwcvccccscs 200.00 
TO DOM Wi isccecccecsvewesess 211.00 
i Se ere 226.00 
Note: A grade $10.00 less in above 


widths. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Cc D 

BRE  cinkiqueseciecoe 150.00 140.00 100.00 
Flat Grain Flooring 

BOE: ciueeeceuwes 135.00 125.00 93.00 

ERG icctcceceves 155.00 150.00 100.00 
Drop Siding 

1x6 (Pat. #106).145.00 135.00 105.00 

1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 

MEE: ahve Raatmegin 105.00 100.00 70.00 

WE. wowteewwne 110-120 105-115 90.00 
Boards and Shiplap and 

2” (Dry) 

1x6 1x8 1x10 1x12 

No. 1 ..- 82.00 84.00 84.00 84.00 

Ne. 3 ..+« thee 79.00 79.00 79.00 

No. 3 ... 66.00 68.00 68.00 68.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 88.00 88.00 91.00 91.00 91.00 
2x 6 88.00 88.00 88.00 93.00 93.00 
2x 8 90.00 88.00 88.00 88.00 93.00 
2x10 88.00 90.00 88.00 88.00 93.00 
2x12 88.00 88.00 88.00 88.00 93.00 
No. 2 Dimension 
2x 4 87.00 87.00 89.00 88.00 88.00 
2x 6 86.00 86.00 87.00 88.00 88.00 
2x 8 83.00 83.00 84.00 84.00 84.00 
2x10 83.00 83.00 83.00 83.00 83.00 
2x12 81.00 81.00 81.00 81.00 81.00 
No. 3 Dimension R/L Only 
See cena eae ae 68.00 
ON aria a acer giles hairs Ghanaerinavel abate amatale 65.00 
MN. 5 urea ater tualeraleGied atemrolalens sarees 64.00 
rer eer eer ee 63.00 
MEE casv ken caciewes eee euveweeeery 63.00 





ENGELMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 112 
No. 2&Btr..112.00 112.00 114.00 120.00 
No. 3&Btr.. 83.00 84.00 84.00 85.00 


No. 1 Dimension 


12’ 14’ 16’ 18’ 20’ 
2x 4 83.00 83.00 83.00 89.00 89.00 
2x 6 80.50 80.50 80.50 80.50 80.50 
2x 8 80.50 80.50 80.50 84.50 84.50 
2x10 80.50 80.50 80.50 87.50 87.50 
2x12 83.50 83.50 83.50 87.50 87.50 

No. 2 Dimension 

2x 4 77.00 77.00 77.00 77.00 77.00 
2x 6 77.00 77.00 77.00 77.00 77.00 
2x 8 77.00 77.00 77.00 77.00 77.0€ 
2x10 77.00 77.00 77.00 77.00 77.06 
2x12 77.00 77.00 77.00 77.00 177.00 


(Boards graced No. 1, 2, 3, at flat 
price; no price ior straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 
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EDITORIAL 


Is Your Most Serious Problem Here? 


A check list of current operating difficulties 


During the winter and spring your editor had 
the pleasure of moderating dealer-management 
vanels at several regional conventions. Dealer 
audiences were divided into small discussion 
sroups and each group was asked to state the 
most vital question facing the dealers in that 
eroup. 

With hundreds of dealers participating there 
were naturally many duplications. The following 
is a list of the individual questions asked at the 
various panels. 

This is probably a most comprehensive inven- 
tory of the problems facing the retail lumber and 
building products dealer today. 

We have two purposes in publishing this list: 

1. To provide our readers with a check list 
against which they can measure their own 
management problems. 

2. To assure our readers that we are continu- 
ously researching each one of these problems 
and digging for evermore effective answers 
to publish in the American Lumberman. 


General Operations 


When dealers go into the contracting business, con- 


tractors start more yards. Where will this lead? 

Should dealers contract roofing, siding and remodeling 
jobs? 

How can we meet contractor objections when we com- 
pete in package selling? 

To what extent should dealers go into package selling 
and why? 

How can we police unscrupulous lumber dealers as 
most markets and gasoline stations are inspected for 
full weights and measures? 

How can we make our lien 
effective ? 

How can you keep from giving the greater part of 
your profits to the government? 

What percent of a dealer’s sales 
ijumber department? 

What is the best inventory turnover for a retail lumber 
dealer? 

What are the legal ways for local dealers to cooperate 
in solving their problems? 


laws better and more 


should be in the 


Distribution Practices 


What can dealers (and their associations) do to offset 
the increasing efforts of contractors to establish them- 
selves as the industry’s sales leaders in buying and 
selling ? 

Is truck delivery by wholesalers to the retailers’ jobs 
a practical way of increasing sales? 

What should wholesalers do about dealers who buy 
as wholesalers from manufacturers? 

What can the retail dealer do to stop or discourage 
direct selling to their customers by wholesalers and manu- 
facturers ? 

What can legally be done to improve distribution ethics 
in the industry? 

Should not all manufacturers’ consumer advertising 
carry the line “See your lumber dealer first”? 

Why do some manufacturers and wholesalers by-pass 
lumber dealers? 


BuILDING Propucts MERCHANDISER 


What is the best 
itinerant truckers? 

Should manufacturer and wholesaler salesmen do job- 
hopping ? 

How can lumber dealers compete 
applicators who cheat the public? 

Sub-contractors are now supplying materials for roofing, 
siding, insulation, flooring as well as plumbing, heating, 
painting and electrical work. How can we stop this trend? 


way to meet the competition of 


with fly-by-night 


Man Power 


What is the best way to compensate salesmen in a 
retail lumber yard? 

What is best way to train lumber yard salesmen today? 

How many outside salesmen should a dealer employ? 

What are the best incentive plans for retail employes? 

Where can I get a trained sales manager? 

What is the best way to get better performance from 
my employes? 

How can we motivate our people to sell everything 
needed for the complete job? 

Where can I get business sales management training? 


Budgets and Pricing 


How can I get the average markup necessary for a 
10% net profit before taxes? 

Where can we get financing for Title I, 
projects ? 

How shall we go about getting more mortgage money? 

What can we do about shrinking net profits before , 
taxes? 

What percentage of a 
an installment basis? 

What can we do about profits lost through meeting 
competitive situations? 

How can I control a profitable selling price against 
cut-throat competition ? 


Advertising and Promotion 


What is the best method of advertising for the dealer? 

What percentage of a dealer’s sales should be spent 
on advertising? 

How much of our advertising budget should we spend 
on each type of media? 

What emphasis should the dealer place against each 
of his 12 markets? 

What percentage of our advertising budget should be 
spent against each of our 12 markets? 

How can I build a productive mailing list? 

What is the best form of cooperative advertising for 
manufacturers and dealers? 

Should we advertise prices to the public? 

What is the best form of sales assistance for a manu- 
facturer to give to his dealer? 

Why can’t we get better qualified leads from manu- 
facturers? 

Should the dealer advertise complete building service? 

What is the best way to promote the new home market? 

What is the best way to promote the home improvement 
market? : 

How can the lumber dealer compete with the local 
branches of the mail order houses? 

Is your most serious problem listed? If not, 
we urge you to write us stating any additional 
problem (or problems) that is of serious concern 
to you. We shall try to dig up a tested, practical 
answer for you. 


: ..... Art A. Hood 


Section 8 


dealer’s sales should be ‘on 
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MAKE EXTRA DOLLARS ...SELL MORE 


WORK SHOP SPACE is convenient in 
the garage. 


are een 
MO BO 

x i og Se ee 
sae Se a ng 


HOUSES APPEAR LARGER with a garage added. 


PLAY SPACE for children is a garage 
“extra.” 


GARAGES 


‘es 


PROTECTING THE AUTOMOBILE is still the essential 
role of the garage. 


New Uses for Garages 


Multi-purpose garages come into their own as more small homes are 
built without basements or attics. The dealer profits by selling more and better 


building materials. 


In a recent field check, American Lumberman 
discovered that the familiar one-car garage is 
growing and literally becoming a convenient, 
many-purpose building. Today’s small homes 
are forcing their owners to use the garage for 
drying clothes and play areas for children on 
dark days. Home workshops are now common 
in garages and many a garage serves as an area 
for recreation. The widest use, however, is con- 
venient added storage for the hundreds of items 
accumulated by a family. While the attic would 
seem to be ideal for storage we found that this 
area was almost always ear-marked for conver- 
sion as extra bedroom space. 
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The dealer will profit. This trend to larger, 
more attractive garages designed for varied uses, 
will definitely benefit the building material 
dealer who understands the situation and dis- 
cusses it intelligently with his customers. He 
is in a position to sell more lumber, nails, hard- 
ware, roofing, paint and other garage acces- 
sories. He has a chance to promote higher qual- 
ity materials because the garage is beginning 
to acquire new uses which justify a large invest- 
ment by the homeowner. Manufacturers of 
garage doors especially have noted this trend 
for better looking, larger garages and their 
products will blend perfectly with even the 
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Expand the Market 


most elaborate structure. 

Homeowners, who have yet to build a garage, 
are desperate for additional space that can be 
built economically. The nation’s home builders 
are acutely aware of the situation and an entire 
afternoon of the “Operation Trade Secrets” 
panel at the 1952 National Association of Home 
Builders convention was devoted to this subject. 
Fritz Burns was just one of the many builders 
on the panel who suggested that the common 
one-car garage was rapidly becoming an all- 
purpose building. He said: 

“T think it is the biggest mistake you can make 
to leave off the garage. It is the cheapest space 
you can build. We builders are complaining 
because somebody won’t let us lessen our specifi- 
cations and get more cheap space in the home. 
I think that the mistake we make when we think 
on this subject is that we think about a garage 
as being strictly a garage. 


BuILDING Propucts MERCHANDISER 





of the garage. 





ae 


PORCHES are a feature on many 
garages. 


“We should think of that area as being that 
much additional space for a multitude of pur- 
poses, space that you can get at a considerably 
reduced cost.” 


Burns also pointed out the basic reasons for 
the new roles being assumed by garages: ° 


“We are so favorable to garages because we 
do not build houses with basements or attics 
in the modest priced bracket. We think a double 
or even a triple garage is one good solution to 
the problem.” 


Dealers are urged to use this page for dis- 
cussing the many new uses for garages with 
their prospects. Your contractor customers, as 
you can see from the above quotations, are al- 
ready thinking of garages as one solution for 
their problem of offering extra space at mini- 
mum cost. Suggesting larger garages to home- 
owners is a public service, good business. 
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Better Bi Sectional es 


] GARAGE DOORS E 


WORKING MODELS of garage doors in your showroom will help sell your garages 
as this display is doing at Sawyer’s, Worcester, Mass. 


Good Leads Sell Garages 


These methods are making more garage sales 


for dealers every day. 


How a building materials 
dealer increases his garage 
sales is dependent on how he 
gets his leads. And securing 
good leads is dependent on the 
effectiveness of his advertising. 

Here are some proven adver- 
tising media that have pro- 
duced more and better leads 
for dealers selling garages: 

1—Radio and television pro- 
grams offering bonuses to po- 
tential garage buyers. 

2—Newspaper ads with cou- 
pons to return by mail. 

3—Circulars and _ handbills 
inviting homeowners to visit 
your yard. 

4—Direct mail pieces to 
homeowners or to customers of 
your contractors. 

As a follow-up to inquiries, 
print up and send out garage 
booklets showing different 
styles of garages offered by 
your firm. Some dealers send 
out instruction booklets show- 
ing the homeowner how easy it 
is for him to build his own ga- 
rage. 


76 


The best method of present- 
ing your garages to the public 
is through radio and television 
programs. The Forest City 
Material Company, Cleveland, 
has found television advertis- 
ing twice as effective as news- 
paper advertising. On its pro- 
grams, Forest City displayed a 
garage booklet showing garage 
styles and offered to send it 
to anyone writing or calling for 
it. The result was over 1,000 
leads, double the number re- 
ceived from a newspaper ad 
carrying the same offer. With 
every garage order, Forest City 
gives a bonus, either enough 
first quality paint for the ga- 
rage or a complete tool kit. 

In:communities not yet serv- 
iced by television or local radio 
stations, 
ing is most effective. Insert a 
coupon in your ads and inter- 
ested readers will return it for 
more information. 

When your leads take you to 
a homeowner who really needs 
a garage, give him plenty of 
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. SELL MORE GARAGES 


service. Offer him assistance in 
building his garage and supply 
him with shorts, such as studs 
and roof rafters, to cut the cost 
of building his garage. 

Most dealers know they can’t 
buy mailing lists of garage 
leads. Barr Lumber Company 
took a map of the City of Den- 
ver, classified different areas 
of the city according to their 
value for leads, then sent out 
circulars to owners of about 
1,200 low-cost, frame homes. 
Barr reports increasingly 
heavy sales of new garages. 

Barr mailed 75,000 circulars 
—50,000 for city delivery and 
25,000 for rural delivery. 
Names and addresses of home- 
owners were obtained from city 
telephone directories. The cir- 
cular contained eight pages of 
items for outdoor living and 
Barr’s pre-cut, frame garage 
was placed on the cover along 
with the price of all materials. 
The returns on this circular 
were so.good, the management 
wishes it had sent out 100,000. 
The firm will soon hit the older 
areas for remodeling and im- 
provement of garages. 

Prospects for garages are 
plentiful today—though it’s a 
competitive market. The ma- 
jority of these prospects want: 

1—-An inexpensive garage of 
simple design and pre-arranged 
financing. 

2—A complete package serv- 
ice. 

Direct mail pieces with prod- 
uct literature inserts are good 
for producing leads. Frequent- 
ly your contractor customers 
will supply you with a mailing 
list. Stress in your advertis- 
ing, including in direct mail 
pieces, these important points: 

1—A sturdy, well-built ga- 
rage. 

2—Protection for the home- 
owner’s car. 

3—Added storage space. 

4—Improved appearance of 
owner’s property. 

5—Added comfort and con- 
venience in the winter. 

6—Economical price and 
easy financing. 

These points will produce in- 
quiries from the public which 
are your leads to greater sales. 

Model garages erected in your 
yard will impress your pros- 
pects when they come to see 
you. Set up these garages 
where they can also be seen by 
passing motorists. These mod- 

(continued on page 148) 
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“As far as we're concerned, Dodge trucks are tops!” 


...says CHARLES BOYLE, President, North Texas Lumber Co., Richardson, Texas 


“For one thing, Dodge trucks are really sturdy,”’ says 
Mr. Boyle. ‘‘They carry our big payloads easily. We 
work ’em hard, load ’em to the hilt—yet they give 
dependable service year after year. Advantages like 
high-capacity springs, plenty of load space, and lots of 
power make Dodge trucks just right for the lumber 
business. 


‘“‘They’re economical trucks to operate, too—and ex- 
ceptionally maneuverable in any tight spot. We now 
use Dodge trucks exclusively. As far as we’re concerned, 
they’re tops!”’ 


Mr. Boyle is only one of countless building-supply 
haulers across the nation who are solving their trucking 


DODG E ", 4 


& 


BUILDING Propucts MERCHANDISER 


problems with trucks engineered to fit the job... 
Dodge ‘‘Job-Rated’”’ trucks! 


You’ll find that a Dodge ‘‘Job-Rated”’ truck offers better 
weight distribution that. permits bigger loads without 
overloading. What’s more, a Dodge has a big, high-com- 
pression engine with power aplenty to move those 
bigger payloads fast and at low cost. And Dodge is a 
dependable truck, too. You can count on low upkeep 
costs and long truck life. 


Actually, there are a great many reasons why you'll find 
a Dodge ‘“Job-Rated’’ truck to be “tops” on your job. 
Your friendly Dodge dealer is always ready with the 
facts you need to solve your hauling problems. . . so 
why not see him soon? 
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Courtesy R. L. Taylor, Inc., Detroit 


HERE’S AN EXAMPLE of what an aggressive garage door manufacturer is 
doing. Lower part of this promotion piece (one of eight) provides space for 
dealer’s imprint: reverse side gives bill of materials and construction details. 


Garage Packages Are Easy to Sell 


Read below the various sales and promotion 
techniques that sell garages, an accessory building that 


every homeowner wants. 


Make garages easier to buy 
than ever before — that’s the 
fall goal of many lumber deal- 
ers throughout the country. 

With new housing starts low- 
er than last year, dealers see 
the garage market as a way 
to keep volume and profits 
up. They’re concentrating, of 
course, on the home-owners 
whose houses they built last 
year and the year before. 

Why do people buy garages? 
With the price of cars so high, 
prospects view a garage as a 
way to protect their invest- 
ment — a garage lowers the de- 
preciation on a car, protects its 
finish and gives higher trade- 
in value. Show the public that 
a garage will add years to the 
life of a car. Some people see 
garages as a way to end irritat- 
ing frosty windshields on chilly 
winter mornings, and as a way 
to get faster engine starts when 
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the temperature hovers below 
the freezing point. 


If your city or town has a 
wave of petty thievery, adver- 
tise your garages as protection 
from these criminals. In the 
case of some of the newer 
homes, the garage is supposed 
to be attached to the house, 
giving it a more attractive, 
elongated appearance. 


Promotion Aids 


To merchandise garages ef- 
fectively, use manufacturer’s 
literature and a few supple- 
mentary aids of your own. For 
example. You can get patterns 
for a build-it-yourself garage, 
which provide advertising mats 
and publicity stories as promo- 
tional material. The Southern 
Pine Association also has pub- 
licity stories which will make 
your community more garage- 
conscious. 


Before you start your adver- 
tising campaign, be sure that 
all your sales people are all 
thoroughly acquainted with 
your package and that they are 
all equipped to sell it. Nothing 
is more disturbing to a cus- 
tomer, and causes him to lose 
confidence more quickly than, 
“T don’t know a thing about 
lumber” . or “I sell only 
paint, you’ll have to wait your 
turn at the lumber counter” or 
“The man who sells garages is 
out.” 

Besides promoting your pack- 
age in the newspapers and on 
the radio, write your customers 
a letter telling them about your 
new garage package. Be sure 
to go back far enough in your 
files to include the people for 
whom you built houses a couple 
of years ago, since they are your 
best leads. 

Then, too, you may want to 
take a picture of a garage 
which one of your customers 
has built, then list his name 
and address as a testimonial. 
Such material makes an excel- 
lent post-card mailing for rural 
routes in your locality. Re- 
member, too, that if you 
are promoting “sweat-equity” 
houses by postal card, you can 
use one-third of the address 








“My House Is as Modern as My Car!” 


lots of folks who drive the latest model 
car live in houses os dated as Grandpa's 
horse and buggy. 

Now, this doesn't make sense. Anyone 
who can afford to own a home, can't afford 
to let it go to pot. 

Visit our showroom on the Albany-Schenec- 
tady Road and talk things over with us. 
We'll go over the latest plan books with 
you... help you map ov? plans that make 
every dollar do the work of two, 


Mop in and see us now, 


UTLAND 


LUMBER CO. 


Wilbwork Gldg Material 
STOP 15 ALB-SCH'DY. RD. Alon ALB.2-7180--SCHDY4-0580 
ALBANY 5, N. Y. 








—_ 
mc 


GOOD ADVERTISING THEME is hit 
by Rutland Lumber Co., Albany, N. Y., 
in its slogan, “My House is as 
Modern as My Car!” 
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HOME-MAKERS 
STOP 


LOOK 
BUY 











...When They See The New WINGING 


\N 


When it's time to build, it's the Housewife that 
buys. And, work-saving conveniences are what 
the modern home-maker wants most in her new 
home. That's why the Etling Window plays an 
important part in the merchandising plans of 
aggressive lumber dealers . . . because 


The Etling Window Swings In 
For Easy Cleaning 


No other window saves the housewife so much 
time and work .. . turns bothersome window 
washing into a quick, simple operation. Just press 
a tab and both sash swing into the home within 
easy reach. Open or closed, both sash slide up 
and down, hang suspended at any height. 


@ Eye-Catching Dealer Display Model 
© Complete Packaged Unit, Ready to Install 
e 11 Attractive Styles @ Competitively 
Priced @ Certified Kiln-Dried California 
Redwood. 


qe 






Ww 


BrINDO 


* TM Prop. wicsitisiontiaeh, Wi. : FOR FULL DETAILS 


WRITE TODAY 
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The Etling Picture Window is available in 


a wide choice of styles. It features Thermo- 
pane, Twindow or ?4-inch plate glass 
center section, flanked by in-swinging sash. 
Outside glass area can be easily reached 
from inside. 


Etling Window 
Dept. AL-7, Barberton, O. 
I want to know more about the Etling Window. 


Name 


Address___ see 


City & State_ 


Lem afe eee ee ee eee 
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18’x20’ 
2-CAR 


Erected on Your Lot—Reg. Price $451—5°, Discount, $22 
csartanecacaros’ @ Ad 
* Cement Work Also Available 
* Immediate Construction 
© We Build Within 100 Mile Radius 
We Install OVERHEAD DOORS at 
the LOWEST PRICES in TOWN! 


GARAGE 





OPEN 

THURS. 
‘TIL 8:30 
DAILY 8-5 














MAIN YARD 
3558 W. GRAND AVE. 
CApito!l 7-5800 


OF ADDITIONAL COST 


SPECIAL OFFER! 








* Flower Boxes 
* 2-Gal. Paint 


* Decorative Shutters 
INCLUDED FREE OF ADDITIONAL COST 
WITH EACH GARAGE PURCHASE 


Come in, Phone or 
Representative Will Call 


ab Lumber 


SOUTH SIDE 
1300 West 79th St. 
RAdcliffe 3-4857 


Joliet Area, Call Joliet 3-3725 © Waukegan Area, Call Grayslake 3-728) © Elgin Area, Cal! Elgin 9047 











SPECIAL OFFER IS USED by the Royal Lumber Co 
Their offer: 
and decorative shutters with each 


cago, to line up garage leads. 
two gallons of paint 
garage purchase. 


side for a small garage ad. If 
you have a large housing devel- 
opment in your area which 
lacks garages, Farmer’s Lum- 
ber and Supply Company, 
Phoenix, recommends house-to- 
house distribution of handbills. 


How Southwest Does It 


Don’t forget to identify your- 
self with your advertising. 
Some of your customers who 
come in for a hammer or nails 
will forget that they meant to 
inquire about garages unless 
you have signs and displays 
which are constant reminders. 
Erect counter signs stating 
garage terms and keep your 
current ads displayed so that 
you reap the benefits of your 
advertising dollars. 

While most of the country 
promotes garages, the south- 
western portion pushes car- 
ports. Advertising appeals are 
somewhat the same — a car- 
port lowers the depreciation on 
the car, protects its finish... 
gives a longer more truly ranch- 
type appearance to the house 
and makes it more saleable. 
Many see the addition of a car- 
port as a means of adding new 
storage space. Often, when a 
customer adds a carport, he 
builds in utility cabinets at one 


80 


.» Chi- 
free flower box, 


end, and a work bench along 
one side. 
Southwestern dealers mer- 


chandise carports in the same 
manrer — detailed construc- 
tion sketches and step-by-step 
build-it-yourself information. 

Some of the garage door man- 
ufacturers are merchandising 
their overhead doors by print- 
ing up glossy photographs of 
different sizes and styles of 
garages and overhead doors. 
The material list for each -is 
printed on the reverse side, and 
a large space is left for dealer 
imprint. Construction details 
show how to prepare a garage 
door opening. The company 
realizes that such aggressive 
package merchandising to help 
dealers sell more garages will 
automatically help them sell 
more overhead doors. 

Other overhead door manu- 
facturers supply postal cards 
for mailings to homeowners 
and counter displays which are 
miniature operating doors 
Dealers who have installed full 
overhead doors in their offices 
find that these generally boost 
sales 20 to 50%. 

If you’re searching for new 
business to increase your vol- 
ume, then make it easy for your 
customers to buy and build a 
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MINIATURE WORKING MODEL of garage door 
set up anywhere. 
is seen at Lumber 





Tavar T 


GARAGE it 
naRoWinRe™ 





can be 
hardware 
Ariz. 


This display of garage door 
Distributors, Inc., Tucson, 


garage, and advertise aggres- 
sively the packaged price. 








GARAGES 


12X20 $50.00 down — $16.89 per month — 30 payments 

16X20 $57.00 down — $19.26 per month — 30 poyments 

SPECIFICATIONS — Cement Floor — 2 x 4 Framing — 5 inch Redwood 
Siding — Slate Surtaced Rooting — FRANTZ Over 
Door and Side Window 


also = 
F.H.A. Title 1 Loans for 
Modernization 
covering 
ADDITIONAL ROOMS NEW PLUMBING 





GARAGES, CARPORTS NEW FENCING 
WATER SOFTENER NEW ROOF 
PAINT NEW SIDING 











Our yord is ao ONE STOP Trading Center for Builders and 
Farmers. Our Stock of Merchandise includes most everything 
that goes into the construction of a home, including many 
oppliances. 

af 


e 0 e ater ® 
Commercial or Farm Building Construction. 


FARM F RS 
LUMBER & SUPPLY CO. 


Phone 4-9248 1402 South Central Avenue 
Post Office Box 1814 — PHOENIX. ARIZONA 
>: 














EASY PAYMENT PLAN is featured 
in this display ad by the Farmers 
Lumber & Supply Co., Phoenix. 
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AB-525, Payroll records with checkwriting 
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Are your pricing policies realistic? Do your bookkeeping records warn 
you quickly of a changed situation? Would you like to have a continuous 
analysis of your profit rate for each line of building supplies? 

Let us show you a mechanized bookkeeping method which gives you 
precisely this money-making advantage. You get your profit picture for 
each line of supplies from: 1)a daily sales analysis which is a by- 
product of posting customer records; and 2) a daily purchase analysis 
made while posting vendor records or payments. 

What's more, your new accounting machine will pay for itself quickly 
just by the savings in clerical time! All records are kept up-to-date, with 
proved balances, in a half or third of the usual clerical time. Related 
records are always in perfect agreement. Monthly trial balances go like 
clockwork because records are proved in balance daily. And payrolls 
are handled on the same machine, with the same speed and accuracy. 

Also, you won't have to hire outside help. One of your employees can 
quickly operate this single-keyboard machine. It’s the easiest-to-use of 
all accounting machines. Just give us a chance to show how its auto- 
matic features simplify your bookkeeping problems. 


SEND COUPON FOR THREE FOLDERS SHOWING HOW 
ONE MACHINE CAN DO THE ENTIRE JOB FOR YOU. 


Remington. Fran 


Room 1246, 315 Fourth Avenue, New York 10, New York 
Please send me folders AB-457, AB-455, and AB-525. 








Firm 
Address 
City Zone State 
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MAKE EXTRA DOLLARS...SELL MORE GARAGES 
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for a work bench. Gable-roof type also has storage space under the rafters. a Hines’ garage is handed to Mr. 


PERFORMANCE CONTRACT bond for 


& 


Mrs. E. H. Trudan, right, by Roy Ben- 
bow, above, Gibraltar Const. Co., Berke- 


ley, Tl. 


Maximum Quality and Utility, 


That is the experience of Chicago’s Edward Hines Lumber Co., which 


backs its garages with a performance bond. 







Hines Performance 
Bond Gives You 
3-Way Protertion! 


i 








. , é : ‘ ine es a mS pte 
THREE GARAGE STYLES are shown in a section of Hines’ SUN-PORCH-GARAGE combination is a design offered by 
full-page ads which are carried regularly in a daily Chicago Hines. Extra width of garage allows for storage space on 
newspaper. one side. Hip roof limits storage space. 


86 July 14, 1952, AMERICAN LUMBERMAN 


& 












3en- 
rke- 









































SR es 


ATTRACTIVE BREEZEWAYS to connect garage with house, will be built by 
the contractor to conform with design of the house when owner wishes one. 


Not Price, Sells Garages 


A quality garage with plenty 
of storage space covered by a 
performance bond; no money 
down, and five years to pay. 
These features are selling ga- 
rages for the Edward Hines 
Lumber Company, Chicago. 
They would rather their cus- 
tomers got a quality garage 
with plenty of storage space, 
than an inexpensive garage just 
large enough for one car and 
no assurance that the garage 
was well built. 

Garage contractors picked by 
Hines, furnish the homeowner 
with a performance bond which 
guarantees that: 


(1) The garage will be built 
and any down payments pro- 
tected. 


(2) The garage will be built 
according to specifications— 
with good materials and good 
workmanship. 

(3) The garage will be serv- 
iced for one year—adjustments 
made free of charge. 


Twenty different styles of 
garages are offered by Hines. 


BuitpInc Propucts MERCHANDISER 


Any of these plans may be al- 
tered to suit the ‘customer’s 
needs. Every customer is urged 
to take out the performance 
bond at no cost—for his own 
protection. This bond is backed 
by the Chicago Division of the 
United Pacific Insurance Com- 
pany. 

Hines doesn’t build the ga- 
rage, but passes on its sales 
leads to approved, independent 
contractors. In return for the 
lead, the contractor must buy 
all his garage-building mater- 
ials from Hines and do the job 
right. 

The biggest seller of all Hines 
garages is the 14x20 foot model. 
This allows room for one car 
and plenty of storage space or 
workshop space. The _ price 
ranges from approximately 
$600 for the 14x20 foot garage 
to $2,700 for a deluxe model. 


All garages are custom-built 
on the site and only standard 
lengths of lumber are supplied 
by Hines. The lumber is piled 
on Hines’ trucks in just the or- 
der that the contractor will use 


it. Only clear siding is used 
and the roofing must be three- 
and-one asphalt shingles of 210- 
pound weight. All garages have 
a poured concrete floor and the 
majority have overhead doors. 
Aluminum nails are used 
throughout to prevent rust 
streaks. 

Hines will supply lumber for 
any construction site within a 
40-mile radius of any of its 24 
yards in the Chicago area. 
Hines does not supervise the 
work as management feels each 
contractor on the list is compe- 
tent enough to do a good job. 


The service guarantee covers 
such adjustments as a split 
board, a derailed overhead door 
and other minor repairs over 
a period of one year. 

Selling in a competitive mar- 
ket as Hines is doing, with 
many competitors offering ga- 
rages at lower prices, Hines 
operates on Marshall Field’s 
principle that “people remem- 
ber the quality long after they 
have forgotten the price.” 
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A REALLY IMPRESSIVE garage door display like this is ADOLPH SCHESSLER of the Waukesha Lumber Co., 


within the means of many dealers. To show off the over- Waukesha, Wis., operates the door that separates his 
head door to advantage, one firm also includes small scale store and warehouse areas. Thus door serves a real 
models of the old swing-out type door. Ease of operation function in store, is not a mere display piece. 


—push-button or remote controlled opening—is what the 
customer would like to have but thinks he can’t afford. 


Give Your Garages a Good Show 


TAVART 
Garage items aren’t strictly for home GARAGE DOOR 
shows and the like — they’re for dealer e HAR 
displays too, permanent or otherwise. if " TaVAR] SUPamY 





COUNTER DISPLAY 
of Bond-Howell Lumber 
Co., Daytona Beach, 
Fla., emphasizes jamb 
type overhead garage 
door manufactured by 
west coast company. 
Many dealers could use 
ideas like these in pro- 
moting all types of 
garage doors and ga- 
rage door hardware. 


wa he OME 


GARAGE DISPLAY in Citizen’s Lumber and HILL-BEHAN’S branch store in Aurora, 


Coal Co., Sturgis, Mich. Display is part of Ill., believes in promoting the gadget side 
Citizen’s home show and could be dupli- of the garage business, which is one reason 
cated by most any dealer who has a ware- why it features this automatic door switch. 
house or similar area. In recent years the trend toward automatic 


opening has grown considerably. 
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Q Itgives you an average gross 
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i 2 Its installed cost is equal to or 
lower than that of Sther Windows! ° 
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Get the facts about the truly exceptional sales 
2 |! and profit opportunities offered by the 
i RUSCO Fully Pre-Assembled Prime Window 


No, we’re not selling blue sky—just plain, hard facts. Dealers in every part of 
the country have found this to be true, much to their profit. 


YOU MAKE MORE MONEY ON RUSCO PRIME WINDOWS because 
your profit is figured against a complete job. The Rusco Prime Window is 
pre-glazed, pre-painted, completely fitted with hardware and surround. The profit 
for glazing, painting, attaching hardware and the surround goes to you instead 
of somebody else. When you sell conventional windows, you miss out on some 
or all of these profits. 


: YOU SELL COMPETITIVELY against the cheapest windows on the market 
because on an installed cost basis—which is what the builder is interested in— 
Rusco can more than hold its own. You can prove this to any builder with our 
“show me” cost comparison charts! 


4 U fe C oO We’ll be glad to have a personal representative give you the full 
facts. Just mail the coupon . . . now. 
HOT-DIPPED GALVANIZED camo cam aes EE, TONS, COUPON FOR PULL OSTARS _ .... 


& | ae & Ww % 7 D re] WwW THE F. C. RUSSELL COMPANY, Department 7-AL-72 


| Cleveland 1, Ohio 
| In Canada: Toronto 13, Ontario 
COMES FACTORY-PAINTED, FULLY ASSEMBLED, READY TO INSTALL | 
GLASS + SCREEN 
| 
| 
| 
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Gentlemen: 
BUILT-IN WEATHERSTRIPPING A) OWE yr / 
INSULATING SASH (optional) ALLA UM : 


| want to know more about the Rusco Prime Window. 
ATTACHED HARDWARE 


Please have your representative call. 
WOOD OR METAL CASING OR STEEL FINS 
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ORVILLE H. TORGESON shows garage blueprints to two prospects. 


2,000 Garage Sales in Four Years 


Tacoma, Wash. dealer shows homeowner how 
easy it is to pay a package price for labor and materials. 


Four simple, standardized 
packaged-garage plans are 
proving money-makers for the 
Brookdale Lumber Company, 
Tacoma, Wash. The merchan- 
dising emphasis is on the sell- 
ing of pre-cut building mater- 
ials in packaged form. 

Orville H. Torgeson, owner 
of Brookdale Lumber Com- 
pany, has discovered this form 
of merchandising has three def- 
inite advantages: 

(1) It has enabled him to 
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reach the garage building mar- 
ket of the entire Tacoma area 
from his suburban yard. 

(2) He can sell a complete 
bill of materials to the new 
garage builder. 

(3) He is creating a demand 
and opening new markets for 
building materials by showing 
potential buyers how easy it is 
to obtain a new garage they 
can afford. 

In setting up his package ga- 
rage program, Torgeson simp- 


ly assumes the functions of a 
general contractor. He hires the 
carpenters and other mechanics 
by the day. 

Brookdale Lumber offers four 
sizes from 12x20 to 20x20 and 
ranging in price from $475 to 
$675. The appeal of these ga- 
rages is such that over 2,000 
have been sold in the past four 
years. No money down and 
easy monthly payments are 
stressed in newspaper adver- 
tising. 

Torgeson has no doubts about 
the effectiveness of his news- 
paper advertising program, 
since that has been the prin- 
cipal medium through which 
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The Pre-Finished Surfacing Material That 


A SOURCE OF EXTRA SALES 
~ ee AND EXTRA PROFITS! 





Builds in Lasting Beauty and Durability 


NEVAMAR is the perfect surfac- 
ing material to create interiors of 
lasting beauty in every building 
or remodeling operation. It is the 
laminate you can recommend 
with confidence to your cus- 
tomers, for its superior qualities 
have been demonstrated in years 
of actual service. 


Nationally Advertised 


To Your Customers 
NEVAMAR is pre-sold through a 
campaign of continuous adver- 
tising appearing in leading ar- 
chitectural, building and decor- 
ating magazines. You can make 
this advertising work for you by 
stocking NEVAMAR. We'll sup- 
ply the samples from which your 
customers can choose. 


Get All The Facts! 


Want to see how you can profit 
by selling NEVAMAR? Write to- 
day and we will give you all the 
distribution details that will open 
a new source of volume for you. 


NEVAMAR is a pre-finished high- 
pressure laminate that never 
needs painting or refinishing, re- . 
quires -a minimum of care. It is 
available in 4 x 8 ft. sheets, in a 
variety of decorator colors and 
patterns, including beautiful 
wood grains, to suit every pur- 


pose. 
Sd, tS U5 


NEVAMAR 







Rate LAr U8 oy 
"Guaranteed by 
Good Housekeeping 

$0745 soycansto WS 


Ze NATIONAL Zend ie 


MO -NEW TORK © 


NEVAMAR conforms to 
NEMA specifications 


DISTRIBUTOR: THE NEVAMAR COMPANY, BALTIMORE-30, MARYLAND 


WZ NATIONAL Zeite Boel Conan 


Manufacturers of Nevamar Decorative and Industrial Laminates ¢ SARAN FILAMENTS ¢ Wynene Molded Products 
ODENTON. MARYLAND « NEW YORK: EMPIRE STATE-BUILDING + LOS ANGELES: 2252 EAST 37th STREET 
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corner wall damage 


a 
with Richbead 
U. S. Patent No. 2,234,701 

PERHAPS we exaggerate here — 
maybe Richbead won't take the beat- 
ing of a Ball Bat, but it will protect 
those corners, both exterior and in- 
terior, from the nicks of cleaning 
equipment, toys, and the moving of 
furniture. 

* RICHBEAD gives the protection 
of metal to dry wall corners. (In- 
terior corners, too, remember) 

* RICHBEAD saves money because 
it permits the use of any piece of 
wallboard. You don’t have to 
have factory edge board. 

* RICHBEAD is easy to install— 
goes up fast. 

Richbead gives new beauty as well 
as protection wherever dry wall con- 
struction is used. Around doors and 
windows and on reveals, soffits, etc., 
the corners will be sharp and true and 
cost of casings can be eliminated. 

And, remember, Richbead can be 
used in remodeling old homes as well 
as in new construction. It’s the right 
angle all ’round for dry wall construc- 
tion. Ask for complete details from 
us or let us give you the name of the 
Richkraft dealer nearest you. 


THE RICHKRAFT COMPANY 
510 N. Dearborn Street Chicago 10, Illinois 











THE RICHKRAFT CO. 

510 N. Dearborn Street AL 
Chicago 10, Illinois 

Gentlemen: 

Please send me complete details on: 

Richbead for dry wall corner protection [_] 
Richflex Reflective Insulation [_] 

Richkraft Reinforced and Breather Papers [_] 


NAME 
ADDRESS 
TOWN 








ZONE___.STATE__ 
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¢ per lin. loot 





Catt far Free Eoriomastes 
Poy As Low As $5.00 Por Memaat 


dardware No Down Payment 
and Tools 


| Hand Saws $1.65 





PLUMBING 
Bath Sets 








Brookdale Lbr. Co 


Tacoma's Largest Builder Of Garages 





21.58 per morte 
pet hashes 
got ee“ 








POINT-OF-SALE aid promotes packaged garages by display of garage photos 
and current ads on board at wrapping counter. 


he has brought his services to 
the attention of Tacoma resi- 
dents. He runs large display 
ads once a week in a Tacoma 
daily, promoting the firm’s 
package program. In each issue 
of the local district weekly. he 
runs an additional display ad 
promoting good store traffic 
items. All ads carry descriptive 
copy, illustrations and detailed 
information on prices and 
terms. 


Point-of-sale aids are used 
both without and within the dis- 
play room building. A _ sign 
above the marquee identifies 
the firm as a builder of small 
homes and garages. Inside, a 
special fixture has been set up 
for the display of floor plans, 
blueprints, and photos of com- 
pleted jobs. It includes a floor 
plan and perspective drawing 
of a two-bedroom economy 
house. A row of photos on the 
wall above, shows a number of 
different garages built by the 


firm. On top of the wrapping 
counter, copies of current ads 
and more photos are posted on 
a small bulletin board. 

Brookdale will contract a 
complete garage job, working 
from stock or custom plans 
drawn to the homeowner’s spec- 
ifications. The fee for custom 
plans is deducted from the 
overall cost of the job. 

The firm has applied these 
same methods to the design and 
construction of small homes. 
Brookdale concentrates on one 
simple, standardized smal] 
house plan. With a little over 
600 square feet of floor space, 
it includes a 15x1214 foot liv- 
ing room, two bedrooms, bath 
and kitchen with built-in cab- 
inets. Built on a concrete foun- 
dation, this house sells for 
$4,750. Though the firm will 
build according to the home- 
owner’s own plan, about half 
of all homes built by Brookdale 
Lumber Company are from 
their standard $4,750 home. 
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MAKE EXTRA DOLLARS...SELL MORE GARAGES 





MODEL GARAGE erected in the yard also serves as a bargain shed for building materials. 























They Help Them Build Their Own 


Complete instructions — alternate materials — 
fast estimating — these are secrets of Illinois dealer’s 


garage sales. 


A simplified method to sell 
garages as package units, has 
been devised by J. H. Thomas 
of the Rockford (Ill.) Lumber 
and Fuel Co. He has removed 
all the tedious computations 
that go with cost analysis. The 
buyer can select the size, type, 
and kind of fixtures he wants 
and have the final cost figures 
in a matter of minutes. 

Along with the materials, the 
homeowner secures complete 
instructions on how to build the 
garage himself; or, if he pre- 
fers, the labor costs are so 
standardized that they can be 
added in. A model garage has 
been built at the yard so pros- 
pective builders can see for 
themselves what it looks like 
and how it is constructed. 

At the beginning, Mr. Thomas 
took eight of the most common 
standard garage sizes from 
10’x20’ to 24’x24’ and for each 
of them broke the materials 
needed down to the basic re- 
quirements: doors, rafters, 


BuILDING Propucts MERCHANDISER 


hardware, gravel, sand, etc. 

Everything is listed along 
with the cost for a given basic- 
type garage. This garage is 
built to sell at a given price as 
a package unit. These sheets 
are mimeographed and the cus- 
tomer can take a set along to 
study. No prices are printed 
on the sheets because prices 
may vary from one month to 
another. 

After the materials for the 
basic garage, Thomas lists vari- 
ations in the design that may 
better fit the buyer’s particular 
needs. These are under a head- 
ing which Thomas calls, “ga- 
rage alternates.” 

Any salesman can sit down 
with a buyer and with the aid 
of one of the mimeographed list 
of materials, make any changes 
the buyer wishes. Suppose the 
buyer would rather have a con- 
crete block foundation instead 
of poured concrete. Under the 
heading “Cement block founda- 
tion” is listed the amount of 





materials that are required in 
both concrete block and poured 
concrete foundations. The dif- 
ference in price is deducted 
from the garage cost. All such 
changes are listed with the no- 
tation, ‘‘deduct from base 
price” or “add to base price,” 
whichever the case may be. 
When all changes are agreed 
upon by the purchaser, the ad- 
ditions and deductions are made 
from the base price and the in- 
dividualized garage price is ar- 
rived at in less than a minute. 
For _ prospective builders, 
Thomas also prepared a set of 
basic blueprints that can be 
followed in the garage con- 
struction. Each size garage has 
a complete list of basic and al- 
ternate materials, but one set 
of blueprints covers them all. 
With the prints and instruc- 
tion sheets, construction can go 
ahead without waste material. 
Even a pattern for cuttting 
the rafter ends is available to 
help the builder. It is made on 
blueprint paper, and the build- 
er merely cuts out the one he 
needs and lays it on his rafter 
ends and traces around it. All 
he needs to do then is to saw 
on the lines, and he can’t go 
wrong. 
There is one more sales idea 
that the lumber company uses 
—the model garage which con- 


(continued on page 148) 
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Here's how 
150,000 ft. of 


 “There’s a lot of Insulite business in 


a rural area if you know where to 


F. Jd. Friedlein, President, Meuser Lumber Company, Guttenberg, lowa 





“14; BILDRITE SHEATHING FOR EX- INSULITE GRAYLITE FOR FARM 

Farm buildings, PANSION JOBS. Cuts application time BUILDINGS. Sel: Graylite as sheathing 
homes, stores, 25%-30%. Practically eliminates waste. or lining for barns, homes, service build- 
offices —there’s Extra insulation value helps cut fuel bills. ings. Easy to handle, easy to use. Insulates 
Makes homes more comfortable winter as it builds. Completely waterproofed by 


Insulite business and summer. Store it anywhere—Bildrite integral asphalt treatment. Also available 


everywhere! is weatherproofed throughout. with surface factory-primed for painting. 
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fir 














yirural dealer sells 
filmsulite a year! 


tolfind it. Here’s where we found it and built Insulite 


Iowa 











into one of our most profitable lines.” 





INSULITE WALLBOARD FOR RE- 
MODELING. Covers walls and ceilings 
quickly, easily at lowest possible cost. Ideal 
for owner application. Deadens sound. 
Insulates against heat loss. Adds struc- 
tural strength. Available in three types: 
factory-painted, primed or natural finish. 


NSULIT 





INSULITE FOR STORES AND 
OFFICES. Insulite Plank and Tileboard 
are ideal for business interiors as well 
as home remodeling and repair. Easy 
to handle, go up fast. Prepainted with 
tough, durable finish. Reduce noise, save 
fuel. Easily cleaned with soap and water. 

















HUNDREDS OF OTHER USES can 
make Insulite one of your most profitable 
lines. Your Insulite representative (like 
W. L. Carson shown above with Meuser 
Lumber Company’s Harold Finch) will 
gladly work with you in developing these 
profitable markets. Contact him, or write 
us direct for further information. 


INSULITE, BILDRITE AND GRAYLITE ARE REG. T.M., U.S. PAT. OFF. 


Made of hardy Northern wood {| ; 


eel 




























MAKE EXTRA DOLLARS... 





EASY PAYMENT is featured in the advertising seen on the model garage out- 
side C. C. Collins & Son, Inc., Madison, Wis. 


26 Building Steps 


Wisconsin dealer takes self-builder from permit 
stage through final inspection. 


“Yes, we sell plenty of ga- 
rages to people who build them 
themselves,” says Robert J. 
Connor, Jr., treasurer of C. C. 
Collins & Son, Inc., Madison, 
Wis. “We were the first in the 
area to sell garages as pack- 
aged units. We do it simply, 
too. 

“You see, first I made a stand- 
ard materials list for most of 
the various standard sizes of 
garages along with mimeo- 
graphed sheets of building in- 
structions and blueprints to 
show all construction details. 
Every piece of material is listed 
from anchor bolts to 6D finish- 
ing nails. The idea wasn’t mine. 
I was just the first to use it 
around here. 

“We have a simple garage 
built out on our lot that any- 
one can see and it even gives 
building pointers. Our model 
garage is painted with selling 
sentences.” 

Because these garages are 
sold in the surrounding com- 
munities as well as in Madison, 
Connor took the trouble to 
check the various building 
codes and discovered that the 
city of Middleton required 2 
x 6 rafters. The materials lists 
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make note of this requirement 
and have a special added 
charge for the additional mate- 
rial for that community. 

The 26-step “building in- 
structions” that go with each 
sale (see list at right), are so 
complete that an amateur has 
no trouble following them. 
Connor begins them with: 
“Owner shall obtain building 
permit from City Building 
Dept.” and concludes with step 
No. 26: “Call for final inspec- 
tion by city building inspector.” 
These two steps many people 
are apt to forget until it is too 
late. 

The garage builder uses the 
materials list as a check list so 
he can cross out each item once 
it is delivered to the construc- 
tion site. If anything is miss- 
ing, he can issue a complaint 
immediately. 

If at any time the builder is 
puzzled and doesn’t know what 
to do next, he can go to the 
Collins yard and see the sam- 
ple garage or he can follow 
the final note in the instruc- 
tions sheet: 

“If you need additional help 
... call us immediately and we 
will be glad to help you.” 


SELL MORE GARAGES 


“We don’t charge for that 
service,” Connor says. “We 
don’t have to. So few need help 
that the cost to us is negligible. 
What’s more, it’s one of our 
best selling points.” 


DETAILED BUILDING 
INSTRUCTIONS 


These instructions are given to every home- 
owner who plans to build his own garage. 


1—Owner shall obtain building 
permit from City Building Dept. 


2—Lay out concrete slab according 
to blueprint and instructions in your 
building permit. Remember dimen- 
sions shown on blueprint are outside 
dimensions of foundation. See print 
#1. 


38—If footings are needed dig 
trench around all four sides for 
foundation. 12” deep; 12” wide at 
bottom, and tapering inward to 14” 
at top. 


4—Build form for floor slab, using 
2 x 4’s on edge around outside of 
dimensions of garage—well braced. 
If slope of ground is wrong, build 
up form to maintain level. (C.C. 
Collins will furnish these 2 x 4’s and 
boards—if needed—as part of your 
material list, later to be used in your 
garage. When putting stakes in, 
have approximately %” below top 
of form. This will help in leveling 
off the floor. To check the square 
of this form, diagonal lengths across 
the corners should be equal. For 
good drainage it is best to have rear 
of garage floor slightly higher than 
the floor at the door entrance. 


5—Place concrete. Smooth sur- 
face with long straight board or 
2x 4. Finish with steel trowel, if 
desired. 


6—Place anchor bolts as shown on 
blueprint #1, spacing in from edge 
2”. Allow to protude 2” above con- 
crete. 


7—Build wall section on ground as 
shown on blueprint #2. Bore holes 
in bottom plates to line up with 
carriage bolts. Place top plate in 
position. Mark off points two feet 
on center on both plates to end of 
each stud, using two nails on each 
end of each stud. 


8—Door frame should be exactly 8 
feet wide and 7 feet high. The 
2—2 x 6’s are spiked together for 
the door header on edge as shown 
on drawing #2, and detail No. 6. 


9—Now lift section into place and 
secure with roof boards used for 
temporary braces, Plumb walls with 
level. Nail end studs of adjoining 
sections together. Install cross 
braces as shown on drawing #2. 


10—Secure cross ties 4 feet from 
center to center, starting 4 feet back 
from door opening. 


11—Put 2’ corner ties (1 x 4’s) 
in each corner, on top plate. 


12—Nail on drop siding, starting 
at the bottom and lapping over 
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foundation about one-half inch. Sid- 
ng shall butt up against corners and 
window. Leave back %” on door 
to install %” quarter round, see 
Drawing No. 5. Put siding up sides 
to the point where the trim on the 
rafters will cover. See drawing #3. 


13—Cut and install roof rafters 
and ridge board, see drawing #3. 
Pitch to match present house. Nail 
temporary piece of near center of 
rafters to plumb each rafter. 


14—Cut and install gable studs. 
(Only three needed on each end.) 


15—Nail on roof boards, starting 
at eaves. Two nails for each board 
on each rafter. 


16—Apply 1 x 6 and 1 x 2 gable 
trim boards and also put on 1 x 4 
eave trim boards. (As shown on 
drawing #3.) 


17—Lay asphalt felt over the roof 
boards as you lay shingles. 


18—Lay Asphalt shingles. Start 
overlapping %” at eaves. Use 
shingles as starter strip by putting 
on upside down. Then go ahead and 
put on shingles. Use 2 nails above 
each cut, 6 nails to a shingle. 


19—-Make Boston ridge of 3 in 1 
shingles by cutting at tabs, giving 
3 pieces. They will be put on over- 
lapping to cover nails. 


20—Use a 1 x 4 and butt 1 x 8 
against it to form corners, see De- 
tail No. 4. 


21—Put on %” quarter-round 
around garage door opening, as 
Detail No. 5. 


_22—Place window(s) where de- 
sired. Use 2 x 8 for sill, with %” 
slope. Use 1 x 4 for window liner, 
on side and top. Trim outside of 
window, sides and top with 1 x 4 
board. 





23—Hang overhead garage door 
according to the instructions with 
the hardware. 


24—Install 1 x 2 strip—nail to 
top of door frame, for stop. 


25—Paint according to manufac- 
turers instructions. 

_26—Call for final inspection by 
city building inspector. 


NOTE: 


Your material is delivered to you 
according to your material list we 
have given you. Please check your 
list against the material delivered. 

If you are using Collins’ financing 
plan, your completion certificate is 
due within five days after delivery 
of the final material. 

We will appreciate your calling 
Collins for an inspection after the 
framing is complete and again after 
you have completed the garage. 
OF COURSE, if you need additional 
help, or “get stuck”, call us im- 
mediately and we will be glad to 
help. 

There is no charge for the above 
service. 

We sincerely hope that these in- 
structions have helped you, and that 
upon completion of the garage you 
are a well satisfied “builder”. 


Thank you, 
C. C. COLLINS & SON, INC. 
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BIG DEMAND FOR 


ALUMINUM 
FRAMELESS 
TENSION 
SCREENS 
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Sealed Tight... 

Held by tension. 
Exclusive sill bar adjusts 
to off-level sills. 


































It’s the smart way to cut screening costs, reduce maintenance and 
add convenience to homes and apartments! Sell these new-type 
Keystone Aluminum Tension Screens for all double-hung windows! 
Cash in now—thousands of prospects! 

Saves 25 minutes per window in installation time. Easily in. 
stalled—no heavy frames to cut or fit. No painting—no rust. Adjust- 
able sill bar assures tight fit on uneven windows. Easily replaced 
screening. Low first cost, low upkeep, neat appearance. Investigate! 
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KEYSTONE GROWING FAST IN POPULARITY! 


North Carolina Distributor says: “Our volume has 
increased considerably. Builders and consumers 
find it more economical to install Keystone Ten- 
sion Screens. Customer satisfaction proven with- 
out a doubt.” 

Tennessee Distributor says: “Keystone Frameless 
Tension Screens installed in many housing projects 
in this vicinity. These screens far superior both 
in quality, appearance and durability to any other 
type of screen window. Also, most economical.” 
Georgia Jobber says: “Keystone Tension Screens 
are most satisfactory. They have certainly gained 
in popularity. Used on several large housing 
projects in this territory, and countless thousands 
of individual homes.” 


SEND COUPON! 
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GENERAL WOODCRAFT 
TAKES THE LEAD pty 
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General Woodcraft Co., 
Inc., is one of the largest 
wood window organizations 
in the Northeast section of 
the country. Their big, mod- 
ern plant at North Bergen, 
New Jersey, is the result 
of enterprising management 
plus the ability to serve 
customers with top-quality 
materials and building spe- 
cialties. 


construction above, 






Mr. Anthony Mainieri, 
General Woodcraft Co., Inc., demonstrates 
the easy operation of AUTO-LOK Wood 


Windows. 


now completed. 
They were built to meet the increasing 
demand for AUTO-LOK Wood Windows. 


President 


of 


LUDMAN 


The new group of buildings, shown under 


the 






















AUTOMATIC LOCKING 


: A BIG REASONS WHY 










AUTOMATIC LOCKING 


PATENTED 


WOOD WINDOWS 
WILL BOOST YOUR 


i 


i 


WINDOW (lofts 


THE WORLD 
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Sells Custom- 
Built, Garages 


Dealer tells why he 
prefers to serve special- 
ized customers’ needs. 


Garage selling to Wm. Mar- 
ling, Sr., of the Marling Lum- 
ber Co., Madison, Wis., is high- 
ly specialized. 

“I don’t believe in the pack- 
age unit idea because most peo- 
ple want theirs tailor-made— 
made the way they want it, not 
to some standard design in any 
catalog.” 

To Marling, selling a pack- 
age garage with a certain down 
payment and given monthly 
payments is selling financing 
with a garage thrown in. “I’m 
in the lumber business, not fi- 
nancing,” he says. 

The Marling Lumber Co. is 
one of the largest in Madison, 
a city: of 100,000. Wm. Marling 
has been in business 35 years 
and is now furnishing material 
for homes for a third genera- 
tion of some families. 

“When someone comes in to 
buy a garage either to build 
himself or to have built for 
him, I have the man describe 
the type of garage he has in 
mind and I tell him the price. 
If he thinks it is more than he 
can afford I say, ‘you tell me 
how much you want to spend 
and I’ll tell you what you can 
get for it.’ In the package unit, 
he would have to take what is 
offered and like it. 

“The lots in the older part 
of Madison are too narrow for 
any additional garages. No 
matter how much selling I’d 
do, I couldn’t sell those people. 
New building codes call for 
wider lots, but 80% of the peo- 
ple who have garages have 
them attached to their houses. 
It’s only a small percentage 
who want or can use an isolated 
garage. 

“After the war I sold 20 pre- 
fab garages, but 19 were used 
for homes until the owners 
could build a home to go with 
it. 
“All of our selling is to the 
man who does his own work or 
to carpenters or contractors. 

(continued on page 148) 
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MAKE EXTRA DOLLARS...SELL MORE GARAGES 





Fe COVER: Photo of garage under 
a * construction taken exclusively for 
. American Lumberman by Raynor 
Manufacturing Co. 














Courtesy Raynor Manufacturing Co. CONTRAST THIS GARAGE with its 
DECORATIVE GARAGE DOOR and ornamental iron light- awkward doors and eye-sore hard- 
ing fixture help make this garage more than just a car ware with the latest trends in garage 
shelter. architecture seen on this page. 


New Ideas in Garage Design 











ADDED LIVING SPACE is seen in ATTACHED PORCH affords a LUMBER, BRICK AND GLASS 


this attractive two-car garage. The weather-protected living area for BLOCK are combined harmoniously 
extra room can be finished off to pro- rainy-day picnics and for children’s in this garage, which also provides 
vide maid’s quarters or a guest room. play. extra storage area. 
































Courtesy Crawford Door Co. 
CLEAN LINES of this garage door blend gracefully with breezeway extension of adjoining house. 
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NEW, LOW-COST HOMES 
PROVIDE BIG MARKET 
FOR OAK FLOORING 








Oak flooring is the only flooring material that supplies 
ihese wanted basics. Laying oak flooring over concrete, 
ising screeds set in mastic, has enabled builders of low- 
‘ost homes to give prospects the very flooring material 
chat they are seeking. 





BuILpING ‘Propucts MERCHANDISER 








Fi 


The demand for homes carrying a “low-cost” price tag 
has increased. Along with this activity, builders report 
prospects are looking for all of the basic fundamentals. 
“Low-cost” does not mean that prospects are willing to do 
without durability, economy and “healthfulness.” 





Studies have proved that one of the first things a woman 
checks in looking at a house is the flooring. When she 
sees oak she knows that she is looking at a lifetime of easy 
maintenance as well as floor beauty that will outlast the 
house itself. 


85% of all homeowners 


want Oak floors 


SEND TO NATIONAL OAK FLOORING MANUFACTURERS’ ASSOCIATION, STERICK BLDG., MEMPHIS 3, TENNESSEE 
FOR FREE, FHA-APPROVED INSTRUCTIONS FOR LAYING OAK OVER CONCRETE | 


- 
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ALUIINY 

Here's Why 
SEAL-FOIL means 
Bigger Insulation Sales! 
* Not an ordinary batt or blanket! Actu- 


ally two great insulations at a price 
comparable to one! 





* Effective against heat loss—plus vapor 
barrier and fire barrier! 

*® Lightweight, easy to install—one man 
can install 2,000 sq. ft. in 8 hours. 


In Convenient 16'' and 24'' Widths, 
Flanged for Easy Tacking 








OTHER SEALTITE PRODUCTS 


2 Seats Supreme white granulated insula- 
ion 

® Sealtite Supreme white loose fill insulation 

© Sealtite Supreme dark granulated insulation 

© Sealtite Supreme industrial insulation 


NOTE! SEAL-FOIL is not just flame-resistant— 
SEAL-FOIL is fire-proof! This great safety fea- 


ture, plus economy and 


insulating values, 


makes SEAL-FOIL a demand item with Builders, 
Home-Owners, Farmers and Industry every- 
where! 


Mail This Coupon Today 


SEALTITE INSULATION MFG. CORP. | 
Dept. L-7, Waukesha, Wisconsin 


Please send me complete SEAL-FOIL story and 1 
prices. Also, details of your “‘Get Acquainted | 
Offer’. 








STORAGE SPACE and a work bench area, as well as 
space for a car, are provided for in a new utility building 
on display at H & S Lumber Co., Charlotte, N. C. 


Triple-Purpose Garage 


North Carolina dealer offers a three-purpose 
utility building that provides space for owner’s car, 
work bench and storage room. 


Answering the need of car- 
owners for a building to house 
not only their car, but provide 
space for storage and a work 
bench, H & S Lumber Com- 
pany, Charlotte, N. C., has de- 
veloped a utility building which 
contains a garage room with 
work bench area and storage 
space. 

This completely-packaged ga- 
rage-utility building is unique 
in its design. Rather than hav- 
ing extra-width for’ storage 
space and work bench area, it 
has extra-length instead. Over- 
all dimensions of the building 
are 12x24 feet. The dimensions 
of the garage room are 12x20 
feet. 

To the rear of the building 
is the storage room, separated 
from the garage room by a par- 
tition for safety. Access to 
this room is through a separate 
door, also at the rear of the 
building. This room is four 
feet by 12 feet. 


Inexpensive and easy to buy, 
this utility building will be con- 
tractor-built by one of H & S’s 
dependable contractors for 
$18.84 per month for 36 
months. If the home owner 
wishes to erect the building 
himself, H & S will supply him 
with instruction details and all 
materials and charge him only 
$14.37 per month for 36 
months. There is no down pay- 


ment—just an open note at 5% 
interest. 


“Home ownership and good 
credit,” says W. M. Spurrier, 
president of H & S Lumber 
Company, “are the  require- 
ments for purchase by either 
of these two methods.” A level 
lot and ability to meet the 
monthly payments are also pre- 
requisites. 

The building is constructed 
on a concrete block foundation. 
It has vertical siding, covered 
with two coats of first quality 
paint. The trussed, gable roof 
is covered with 215-pound shin- 
gles. The garage door is an 
overhead swinging-type door, 
easy to open and close. 


Mr. Spurrier is justifiably 
enthusiastic about the many 
advantages of this new build- 
ing—its plans, materials, meth- 
od of financing and method of 
erection. Because there is a 
demand, now, for a two-car 
garage with storage space, his 
firm recently developed a 20x24 
foot garage with a four by 20- 
foot storage room in the rear. 


"Best Housed" Europeans 


Holland and Switzerland were con- 
sidered the best housed European 
countries by a group of U. S. build- 
ers which inspected European hous- 
ing conditions recently. 
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GRANT Sliding Door Hardware 


every Grant Hanger — experience shown in the qual- | 
ity of Grant Sliding Door Hardware. | 
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Grant No. 1601 Track — made of electro-zinc plated 
cold rolled steel. Guide rail prevents rollers from 
jumping track. 


KI) 
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Grant No. 16 and No. 17 — Sliding Door Hangers afford 
quick and easy adjustments both vertically and horizon- 
tally, and assures you of perfect plumb installation. 


Write for complete illustrated catalogue 


GRANT PULLEY & HARDWARE CO. 


31-97 Whitestone Parkway, Flushing, N. Y. 














Grant “SILENT-SLIDE” — Nylon outer race ball - 
bearing rollers — assure longer track life than 
ordinary rollers. Noiseless —no metal to metal 
contact. 
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Make Your Concern 





The Donley program of barbecue sales 
for material dealers includes not only the 
metal units and accessories, but planning 
and counsel aid in the form of the booklet 
Donley Outdoor Fireplaces — also scale 
drawings for any of the designs shown. 


Donley merchandise and to even greater 
volume in the sale of mason materials. 


Establish valuable contacts with the home 
minded public, by distributing the booklet, 
Donley Outdoor Fireplaces, by erecting 
specimen unit on your premises, by demon- 
strations and assistance in planning, 
whether for the simplest or most elaborate 
installation. 


Donley units include not only complete, 
free standing units, such as the Barbecart 
and portable Twin-Fire Grill, but also the 
grids, doors, cranes, etc. to supplement ma- 
sonry structures—including the popular No. } ? 
20 Donley Range unit. Get full information today on Donley 
Outdoor Fireplace units and arrange for a 


Dealers benefit directly in the sale of supply of booklets at dealer rates. 


THE DONLEY BROTHERS CO., 13928 Miles Ave., Cleveland 
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SMALL FLOWERING SHRUBS above, are attractive during 
any season at the Lingo Lumber Co., Dallas, Tex. 


























A TRIANGULAR “planters’ 





mee <——— 


SHORT, HARDY JUNIPERS are suitable the year 
‘round in northern climate, the Paulson Lumber Co., 


Milwaukee, Wis., has found. 














box” of 


tropical plants, Thompson Lumber Co., 


CHRYSANTHEMUMS ARE PROFUSELY displayed in a “planters’ box” in 


front of the Beaver Lumber Co., London, Ont., Canada. 
Champaign, III. 


has found attractive. 


Dealers Are Dressing Up 


Landscaped lawns, colorful flower boxes and 


side so that the garden is in 
hardy perennials give a lift to your place of business. 


bloom the year around. 


The cold, uninviting lumber 
yard of yesterday is being 
transformed into a place of 
beauty. By using landscaping 
to set off their well-designed 
showrooms, Many companies 
find they are attracting new 
customers. Formerly a firm 
catering largely to men, the 
companies that have landscaped 
their yards and modernized 
their showrooms are now at- 


tracting women customers as 
well. 
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Due to space limitations in 
front of their yards, many are 
simply dressing up the en- 
trances to their offices and 
showrooms with “planters’ 
boxes.” These boxes are either 
installed immediately in front 
of the display windows or on 
both the inner and outer sides 
of the window giving the effect 
of a continuous garden. Using 
this latter method, it is pos- 
sible to have small, hardy 
shrubs outside and flowers in- 


These flowers and_ shrubs 
must be cared for if they are 
to survive and many firms find 
it profitable to hire a part-time 
gardener to tend them. Other 
firms have found that many of 
their employes have either 
“green thumbs” or a pride in 
the beauty of the company gar- 


den so that there is no upkeep 
cost. 


The varieties of trees, shrubs 
and flowers suitable for each 
locality are dependent upon 
the weather, climate and soil 
conditions of the locality. 
David Gill, Chicago landscape 
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PLEXOLITE 


NEW TRANSLUCENT SHATTERPROOF MATERIAL 





is a Glass Fiber Reinforced Polyester Resin Sheet of 
Exceptional Beauty and Strength. Ideal for countless 
applications in Homes, Office Buildings 
and Industrial Plants. 





















For more than 50 years Griffin 

hinges have been known for their 

fine enciuitiis ont workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 


quality produced by 
Griffin. 
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Bevery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


THE B. S. ALDER COMPANY 
45 Warren Street 


New York 7, N.Y. ” 

HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS E. H. FARRAR 
4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 
Kansas City, Missouri 

WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, Illinois 
GEORGE A. GREGG 

17134-6 Wyoming Avenue 

Detroit 21, Michigan 

AUSTIN & EDDY INC. 
115 Broad Street 

Boston, Massachusetts 





— 





Atlanta, Georgia 
H. C. GLOVER 
2611 Garrison Bivd. 
Baltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


Dallas 5, Texas 
CHARLES L. LEWIS 
1355 Market Street 

San Francisco 3, Calif. 
R. F. BEVERS 
4524East 60th Street 
Seattle, Washington 
L. G. FULLER, JR. 
644 Wellington Road 
Jackson 6, Mississippi 





" 
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“PLEXOLITE” affords all the com- 
forts of shade while admitting 
light freely. 





WEATHERPROOF 
“PLEXOLITE” remains 


unaffected under any climatic 
condition. 














BEAUTIFUL 


“PLEXOLITE’S” jewel-like colors 
will blend with any decorative 
scheme. 


| 
“PLEXOLITE” 
is the Modern Solution for 
Industrial Maintenance- Free 
Glazing and Light Diffusion 
Problems. 


PLEXOLITE 


4223 W. JEFFERSON BLVD. 
LOS ANGELES 16, CALIF. 


REpublic 3-8915 « REpublic 3-4916 « PArkway 7888 











SHATTERPROOF 


“PLEXOLITE” will not shatter 
into harmful fragments under 
any impact. 





ECONOMICAL 
““PLEXOLITE” is installed with 


ordinary tools and will save 
expensive framing and labor. 


ATTENTION 
DEALERS! 


“PLEXOLITE” Special Panels for 
Shower and Bathtub Enclosures 
provide Safety and Beauty. 















IMPORTANT! 
THERE ARE CERTAIN 
TERRITORIES STILL 
AVAILABLE FOR DEALERS 
AND DISTRIBUTORS 
Profit with Plerolite 
WIRE, WRITE 
OR CALL 
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Photos courtesy of Rilco Laminated Products, 


OF THE INNUMERABLE USES of wood, none is more 
spectacular nor economical than the 


laminated wood girders and joists. 


laminated arch, 
The Unicel car can 


The New Case for Wood 


say Ory 


. tee ot We *7: 








Owens Yacht Co., Pressed Steel Car Co. 


eliminate the hazard of condensation, a striking example 
of what can be done to utilize the structural advantages 
of wood most effectively. 


Industry leaders, attending the meeting of the National Association of 
Commission Lumber Salesmen in St. Louis, suggest means to promote better con- 
sumer acceptance of the nation’s No. 1 building material. 


John B. Veach (president, 
National Lumber Manufactur- 
ers Association): 

Get sold on wood first your- 
self. Practice what you preach 
... talk about trees and lumber 
to everyone you can—make peo- 
ple wood conscious. Make your- 
self a wood expert. Tell the 
true story about our supply of 
trees —how we are growing 
them. We must first get this 
idea out of their heads... that 
it is terrible to cut a tree. Oil, 
iron ore, bauxite, copper, etc. 
tell them how we are having 
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to go to foreign countries for 
these raw materials. 

Tell everyone how we are 
standardizing grades and sizes 
and dryness so that wood can 
be engineered. Tell them how 
we use laminated lumber for 
arches, trusses, ship frames, 
truck bodies, and various other 
uses. 

Edward W. Conklin (presi- 
dent, National American Whole- 
sale Lumber Association): If 
wood were the only raw mate- 
rial available for making the 
hundreds of articles once made 


of it and now made of other 
materials, I dare say our tim- 
ber supply simply could not 
satisfy the need. 

Many banks and private of- 
fices in New York City are pan- 
elled in wood which has been 
fireproofed so as to meet the 
requirements of the New York 
Fire laws. But has the lumber 
industry sponsored research to 
develop this treatment to the 
point where it could be done 
cheaply on a quantity basis? 
If it has, I don’t know about it, 
and certainly the man on the 
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How-ell- dor Tn 
GARAGE DOORS for Industrial A 


Every sectional Upsweep How-ell-dor is engineered for 
the job . . . prefabricated for ready installation. There 
are 38 stock sizes of commercial and residential How-ell- 
dors, up to 30' wide; odd sizes and unusual designs are 
a specialty. New! Fre-Flyte Commercial Door, 8' to 16' 
wide and 7' to 12' high, 154" thick. 
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@ New, improved NO SAG WICKET DOOR. 12 gauge 
steel hinge full length of wicket door, which is fitted 
and bolted to parent door at factory. Insures a dur- 
able, precise fit,a 75% time and labor saving on the job. 


a CS Sy 
How-ell-dor SR a 
ELECTRIC 
OPERATORS _- 
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Four types... eleven models. Push button control available for any 
Write for size of sectional type door. Latest residential operator requires no 
FREE extra headroom. 


cataocs VSgaee ey THE HOWELL MANUFACTURING CO., 7200 Hasbrook Avenue, Phila. 11, Pa. 











PER-FIT SATISFIES HOME BUILDERS’ DESIRE for quality double 
hung aluminum windows. 


Per-Fit windows have BEAUTY in design and appearance. 
COMFORT in weather protection and finger tip operation. 
DURABILITY in rugged construction and lifetime KOROSEAL 
glazing. ECONOMY in inexpensive installation and zero 
maintenance. 


PER-FIT SATISFIES YOUR DESIRE, MR. 
DEALER, for plus profits and zero mainten- 
ance calls. Sell Per-Fit matching screens 
and storm sash for additional profits. 


Per-Fit windows, screens and 
storm sash are available 
for immediate 


delivery. KOROSEAL lifetime glazing. A Per-Fit exclusive. 


Glass virtually floats in KOROSEAL. No putty! No paint! No 
OMY leakage! Maintenance is eliminated. KOROSEAL is re-usable when 
replacing glass. Truly a powerful sales producer! 


Per-Fit dealers and distributors are listed under Per-Fit trade-mark in classified section of telephone directory. 


A few dealer and distributorships are available in some areas. Write Per-Fit 
factory for details and literature. 


L200 EAST SZ2ND STREET INDIANAPOLIS 13, INDIANA 
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street doesn’t know about it. 


H. R. “Cotton” Northrup 
(executive vice-president, Na- 
tional Retail Lumber Dealers’ 
Association): The lumber dealer 
can only roll along with the 
times. . . . But lumber dealers 
at heart are still lumbermen. 


You are going to have to find 
also a way of selling the idea 
of wood to the public. We have 
got to do a better job of sell- 
ae 

It is going to be a question 
of service, and lumbermen are 
going to be out unless we find 
new ways to sell our markets. 

Try to get builders to use the 
proper grades when they are 
trying to meet a price. 

It does make you sick never 
to see a board on a house. 


J. L. Muller (acting secre- 
tary-manager, National Hard- 
wood Lumber Association): We 
need to be concerned more with 
the loss of our old markets 
rather than the finding of new 
ones. 


The criticisms often heard of 
wood in 99 times out of a hun- 
dred are not the fault of wood 
itself, but are the result of 
improper use... there are some 
uses for which it is best not 
sold. 


We keep selling each other 
on wood and wood products 
and do little about advertising 
with the non-lumberman and 
home owner and housewife, who 
use our product. 


C. H. Clendening (secretary- 
manager, Appalachian Hard- 
wood Manufacturers, Inc.): Our 
quarrel with substitutes is not 
based so much on the fact that 
they displace wood for certain 
uses, as it is on extravagant 
claims for superiority. 


We simply have not made use 
of a mass of data to show the 
amazing longevity of wood 
sash, which usually give trou- 
ble- proof service beyond the 
life of the buildings in which 
they are installed. 


After giving their product an 
appearance which at the begin- 
ning suggested wood, the manu- 
facturers failed to reckon... 
that a slight scratch which eas- 
ily could be removed from a 
piece of wood furniture would 
permanently disfigure a metal 
counterpart. 
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“, . «. OUR ONE renewable resource.” 
John B. Veach leads discussion of 
wood and wood substitutes at meet- 
ing of National Commission Lumber 
Salesmen. 


Henry H. Willins (secretary, 
National Oak Flooring Manu- 
facturer’s Association): The 
1940 census showed that eight 
out of every ten residential 
structures were sided with 
wood. ... In 1949 out of every 
ten new single-family dwellings 
insured by FHA, only four 
were sided with wood. This is 
all the more shocking when it 
is remembered that the single- 
family dwelling is supposed to 
be the lumberman’s meat. 


I earnestly urge you — use 
wood products wherever it is 
practical to do so. And talk up 
the beauty, durability, and 
other advantages of wood 
among your friends in other 
industries. Executives of com- 
panies can go even further. 
They can educate their em- 


ployees to greater allegiance to 
wood.... : 


J.R. Bemis (president, South- 
ern Pine Association): Some 
manufacturers have not been 
careful in the uniformity of the 
quality of the material they 
have shipped, just as in many 
cases the retail dealer has not 
properly protected the mate- 
rial as it moves into his inven- 
tory. 

Our competitors have done 
much in the palletizing or pack- 
aging their material to reduce 
unloading and handling costs 

. if the unloading cost is 
lessened, this makes the han- 
dling of our product more at- 
tractive to the dealer. 

Dealers want a dependable 
standard of quality ... over 
75% replied that they would 





like to see more grade-marked 
lumber available. 


In my opinion, the edge glu- 
ing of narrow pieces of lumber 
to make wider pieces will tend 
to insure greater stability of 
our material. ... 


Our constant aim should be 
to improve our product so that 
the dealer will be able to sell 
the same footage he buys, with- 
out loss due to de-grading. 


C. A. Luce (manager, Wash- 
ington, D .C., office, West Coast 
Lumberman’s Association): No 
other material has so many 
qualities as wood. It has great 
strength with light weight, and 
is resilient. It is rugged, yet 
easily worked, is resistant to 
many acids, and does not cor- 
rode. It provides both sound 
and thermal insulation. No 
other material takes and holds 
paint so well, while its natural 
pattern is often copied but 
never matched. ... What a list 
of merits to sell! 


The rise of glued-laminated 
lumber has been little short of 
spectacular. ... The laminated 
arches used in churches and 
other structures are among the 
most beautiful things ever cre- 
ated from wood. A laminated 
beam has greater strength than 
a solid member of the same 
size. It is all the same lumber 
with which we have been famil- 
iar, but a new and improved 
way of using it has been found. 
No one today can even hazard 
a guess as to the ultimate limit 
of wood’s usability. 


Walter Morgan (past presi- 
dent, National Association of 
Commission Lumber Salesmen) : 
We have, I think, one example 
of what can be done, and I 
think it points the way to re- 
gaining a lot of business for 
wood. That is the Unicell Car. 
The first box cars were entirely 
of wood. They then went to 
steel and finally the box car 
was entirely of metal. When 
you put a nice load of shiplap 
in this car it arrived with con- 
densation, and it was immedi- 
ately sent back. The Unicell 
Car is 100% wood with the 
exception of metal fasteners, 
and it is a much better car than 
the metal. I feel it is a com- 
plete evolution from all wood 
to all steel and back again. to 
all wood. 
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GOLDBLATT MASON TOOLS 





QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 





Give YOU 





FINEST QUALITY 
Give Your Customers!-P GREATER VALUE 
LONGER WEAR 








BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 





BRICK 
TROWEL 


SIDEWALK 
EDGER 





BRICKLAYERS’ 
LEVEL 


Send TODAY for 


ATTRACTIVE 
DEALER DISCOUNTS FREE 
Goldblatt sells direct ILLUSTRATED , 
to dealers, is there- CATALOG 


fore able to offer 
especially attractive 


Write for your 1952 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 


dealer discounts. 







Goldblatt Tool Company 


1924 Walnut Street 
KANSAS CITY 8, MISSOURI | 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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PAUL BUN YAN 


wae we dale / 


Legends do not grow on looks alone . 

though men said that Paul was “aiken it was 
mainly his strength . . . his toughness and 
durability that they admired. These same factors, 
joined with exceptional ease of installation, 
make Robbins Northern Hard Maple strip flooring 
a present day favorite with builders everywhere. 


Robbins ‘'Preferred”’ Strip Flooring 

A complete line of fine hardwood flooring for 
nailing . . . economical and quick to install. 
Robbins nail groove eliminates setting nails, 
increases laying speed. Robbins beveled bottom 
edges prevent paper pinching, protect hands. 
Robbins special narrow channel back puts three 
bearing surfaces on sub-floors or sleepers. There’s 
ample reason for the preference builders give to 
Robbins Northern Hard Maple strip flooring. 


Uniform Quality, Handsome Appearance 
Builders depend on Robbins Northern Hard Maple 
strip flooring where strength and ability to retain 
floor beauty under heavy traffic is essential. 

For smart appearance, ease of maintenance, 
durability and installation economy, this 

‘Paul Bunyan” of strip flooring has no equal. 


Members Maple Flooring Manufacturers’ Association 


ROBBINS FLOORING COMPANY 
Reed City, Michigan e Ishpeming, Michigan 


Write Dept. A, Reed City, Michigan for illustrated literature 

















KITCHEN CABINETS always interest a woman. Remember, she spends 85% 


of the money a man makes. 


Women Are Your Business 


One home-making expert tells how to appeal 
to the customer who spends 85% of the family income. 


By EDITH RAMSAY* 


Home Equipment Editor, The American 


Home 


One of the keys to your per- 
petual enigma of women is their 
imagination. Few women can 
read blueprints. Few men can 
decipher paper-dress patterns. 
But don’t discount this paper- 
dress pattern business; it is an 
enterprise running into millions 
of dollars annually. 

Where are these patterns dis- 
tributed? Right in or next to 
the yard goods department in 
stores. Because a woman has 
this imagination—a very per- 
sonal imagination—she visual- 
izes that bolt of fabric made up 





Extract from an address before the 
Northeastern Retail Lumbermens 
Association. 
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into a garment—no, not a dress, 
a suit, a coat—but her dress, her 
suit, her coat. 

Why not use this analogy in 
your business and show us how 
to interpret a blueprint into not 
a home, a hearthside, a kitchen, 
BUT into her home, her hearth- 
side, her kitchen. And where is 
the best place to interpret this 
but right there in your lumber 
yard—your yard goods depart- 
ment! 

All of us rememember the 
antiquated lumber yard office 
which the homemaker seldom 
entered, unless to drop off a 
written order from husband for 
a few board feet he wanted de- 
livered for some home carpentry 
—or he’d pick it up on his way 
home. But times have changed 
and some dealers have seen the 
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value of welcoming the home- 
maker into the office. The office 
has become the show window, 
the yard goods department. 
Women today ar2 subtly allergic 
to good display—what better 
testimony than the department 
stores ? 

Women are homemakers and 
housekeepers at heart. They are 
very conscious of good and bad 
in display. You know the per- 
ennial joke about ragged maga- 
zines in doctors’ offices and den- 
tists’ offices. Let us not add an- 
other office to this list with 
beaten up old catalogs and lit- 
erature in our lumber dealer’s 
office. Let it not be said that 
we are poor housekeepers. Watch 
the housekeeping. Keep dust 
down, finger marks off painted 
or natural wood surfaces, glass 
show cases uncluttered and 
gleaming! 

I was delighted to find on my 
tour of lumber yards that one 
—perhaps more have done it, 
too—one yard has a full-time 
woman on its staff to help 
women coordinaate their plan- 
ning and decorating thoughts. 
If you cannot afford a full-time 
woman on your staff, you could 
employ a part-time consultant? 

Closest to a woman’s senti- 
mental heart — and = you 
wouldn’t want us if we were 
not sentimentalists—is her 
home. Closest to her home is 
her man, her children. The 
way to a man’s heart is still 
through his stomach—bless him 
—so the heart of the home is the 
kitchen, and it is the kitchen I 
am here to tell you about today. 

Women spend 85% of the 
money man makes. Cater to 
her! 

Below are some important 
considerations in planning any 
kitchen. Be sure your salesmen 
are prepared to answer any 
questions on these topics: 

Working areas: know them— 
food storage center, food prep- 
aration center, cleaning up area. 

New kitchen areas—For laun- 
dry, for hobbies. 

Untouched markets. Remodel- 
ing—the new kitchen is larger: 
6 x8 in 1947; 10x 12 in 1951. 

The living or country kitchen 
idea growing. 

Color in the kitchen—leading 
colors are yellow, white, red. 
green, blue, yellow and grey 
also wall coverings, cabinets, 
counter tops, flooring, acces- 
sories. 

(continued on page 148) 
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Expand Your 


Sales Opportunities With 
PH a N 1X No.700 


Wedgelock Overhead Type 
Garage Door 





There’s a good profit in the Phenix No. 700 Wedgelock — 
and many ways for you to earn it... for here is an overhead. 
type garage door that is packed with engineering advantages 
that people want. When you can offer so many practical 
convenience features without a premium in price, you’re com- 
petitively primed for volume sales. And that’s what Phenix 
dealers everywhere are doing. Phenix fe a8. 


production capacity has been in- 






















creased to help enlarge your sales 
opportunities. Write. 





The picture below 
illustrates the low 
overhead feature. 
The door is thrown 
back at the abso- 
lute start of the up- 
swing. Less than 4 
inches of head- 
room is required— 
far less than most 
other doors. 














Above is the patented 
Phenix lock that needs 
a key only for open- 
ing. A push button 
locks it securely when | 
the door is closed. 


You see obove the 
Wedgelock feature 
with the offset track 
that brings the door 
down tight against 
the jamb — weather- 
proof against the ele- 
ments. 


PHENIX MANUFACTURING CO. Inc. 


4129 North Port Washington Rd © Milwaukee 12, Wis. 
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Demand growing fast 
for Permalite 





It's easy to sell your customers 
THE LEADING PERLITE AGGREGATE 
while they're buying lath and plaster 


Everybody in the building trade is getting to 
know Permalite. Month after month, aggressive 
hard-hitting advertising is telling architects, 
builders, contractors and mechanics all about the 
advantages of this leading lightweight aggre- 
gate. The word is spreading—the demand is 
increasing every day. 

Now is the time to establish yourself as’ a 
Permalite supplier and enjoy extra profits. You’ll 
sell it fast — and in quantity, too. For complete 
information send in the coupon today. 


A Building Product of 


Great Lakes 


aeeuics 


Carbon Corporation 
THE LEADING PERLITE AGGREGATE end te Bndusive 


Permalite Licensees 





Great Lakes Carbon Corporation, Dept. 25-7 
18 East 48th Street, New York 17, N.Y. 


Please send me [_] complete information on Permalite; 
[] sample vial of Permalite. 


NAME 





COMPANY 





ADDRESS 
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How One Dealer Sells Paint Accessories 


Consolidating every paint item 


into a four-tier section of wall 
shelving, has brought a 35% in- 
crease in paint accessory sales at 
Arapahoe Lumber Company, Den- 
ver. 

Arnold Schlesinger, head of the 
store devotes more than 70 feet 
of wall space to three nationally- 
advertised lines. 

Mr. Schlesinger found that a 
large part of the profit in a paint 
sale lay in the accessories—scrap- 
ers, thinners, sandpaper, paint 
brushes, brush cleaners, rollers and 
steel wool. He noted that customers 
had difficulty in finding the proper 
accessories and frequently over- 
looked one or two when all of the 


items were shown indiscriminately 
among regular paint displays. 

Separation of the items has a 
two-fold advantage. First, while 
the customer’s mind is on paint, 
his attention is not distracted by 
anything else, while he goes over 
the 70-foot wall section devoted to 
paint. However, as soon as he has 
made up his mind and selected the 
cans of paint needed, the salesman 
immediately steers him to the oppo- 
site side of the store to the paint 
accessories department, where he 
finds compactly grouped together 
everything necessary for preparing 
the surface to be painted, for thin- 
ning the paint, applying it, or work- 
ing out special effects. 





Pricing Window Items 


I was a member of a display club 
in Green Bay, Wis., back in 1940 
and the question came up at one of 
our meetings as to whether we 
should price the merchandise which 
we place in the window. 

After some discussion, it was de- 
cided that if the merchandise was 
worth stocking, it was worth put- 
ting into our inventory; if it was 
worth putting into our window and 
the quality was right, it deserved 
a price tag. 

If we didn’t want to put a price 
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tag on the merchandise we dis- 
played, it was either because we 
were ashamed of our price, or we 
felt we were trying to sell the cus- 
tomer something that wasn’t worth 
the amount of money we were ask- 
ing for it. 

Therefore, if the merchandise is 
right, the quality is right, the price 
is right and the merchandise has 
appeal, price it. If not, better check 
competition and get in line. 

—Adolph Schessler, Manager 
Waukesha Lumber Corp. 
Waukesha, Wis. 


Radio Spots Help 
Make Paint Sales 


Radio spots are used by Seale 
Lumber Co., Ensley, Ala., to plug 
paint. The spots are interspersed 
in a news commentary by Elmer 
Davis. Here is a sample spot used 
by Seale: 


“Paint up this summer and 
save on DeSoto outside paint and 
DeSoto Style Kote paint for your 
walls. For a limited time only, 
DeSoto white outside house paint 
that regularly sells for $5.92 is 
offered at just $4.92 and DeSoto 
Style Kote for your walls that 
sells for $3.93 is just $3.33. 
Phone the Seale Lumber Com- 
pany tomorrow sure and order 
the paint you'll be needing for 
your paint-up campaign this 
spring.” 





Wall Demonstrator 


Contractors at Bimsco Inc., South 
Bend, Ind., asked so many ques- 
tions on the structure of a typical 
wall that this special unit was built 
in the firm’s shop. The floor dis- 
play shows proper installation of 
shingles, siding, sheathing and 
various types of blanket insula- 
tions. Small cards identify and 
describe each product used. 
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FLUSHWOOD DOORS 


Set your course and head for new, easy profits 
with Shoreline, the flush door that's priced 
right—made_ right—all-wood constructed. The 


‘ features below not only guarantee quality, but 
f the price guarantees immediate customer in- 

: terest—and sales! 
* All-wood, 7-ply construction: 3-ply Birch faces with wood stiles and 
_ rails forming the strong core. Carefully bonded to resist warpage. 
£ Built-in air passages and vents. Easy installation with two lock blocks 
 : for 8-way hanging. Exterior and interior models adapt themselves to 
a any room motif, any style of architecture—make Shoreline Flush Doors 
& ideal for offices, homes, buildings, apartments . . . any place where 


maximum beauty and quality are preferred at minimum cost! 


Distributors: Send for prices, styles, etc. Be the outlet in 
your area for profitable Shoreline Flushwood Doors. 


Dealers: We will send the name of your nearest distributor 
upon request. 


LELAND FLUSHWOOD DOOR COMPANY 


Suttons Bay, Michigan « Phone 71 









RIM=- IT Packaged Window and Door Trim 


<> SAVES... TIME 
| MONEY 
WASTE 


It eliminates waste because there is no cutting waste 






J) 
: 
<—> 


Firpine also manufactures and no loss of material. Trim-Kit is architecturally 
Ponderosa Pine lumber and correct in design. Accurately and smoothly machined. 
wholesales other species of . 

Westen woeede—lanbes, will It cuts handling costs plus lower overall cost. Made 
work, mouldings, cut stock and of clear, soft-textured Ponderosa Pine. It saves distri- 
puny Rem. bution time because Trim-Kit is easy to stock and to 


inventory. Horizontal members in one package and 
vertical members in another package. 


Contact your jobber. Trim-Kit is sold through recog- 
nized jobbers only. 


@ OUR MOTTO: “If it's made of wood, We sell it.” 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 
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This Exhibit ls Good Industry Public Relations 


to finished 
house is what this lumber story is 


From living tree 
about. This photo story was set 
up in a North Tonawanda, N. Y. 
bank recently by the River Road 
Lumber Company of that city. 
Henry Hilferding president of the 





Good Nail Merchandising 


Selling nails 
South Bend, Ind., 
fied by a series of bins installed 
just below a service counter. Each 
nail bin is identified and price 


at Bimsco Inc., 
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is greatly simpli- * 


lumber company, points out fea- 
tures of the exhibit to Charles Till, 
executive vice-president of the 
First Trust Co., Tonawanda. A 
photograph of this display was 
entered in the recent NRLDA pub- 
lic relations contest. 





tagged for both the customer and 
sales personnel. The scale and paper 
bags are properly placed for con- 
venient handling. Stock is checked 
daily for completeness. 


July 


Ample Sample Room 

An L-shaped demonstration room 
that isn’t stingy with its samples 
is the pride of Robert Slettedahl, 
Montesano, Wash., dealer. Only a 
year old, the room has already 
helped stimulate sales to the point 
where at least one item (ceiling 
tile) has almost doubled. The room 
contains 3 x 3-ft. sections of roof- 
ing and siding samples, several in- 
terior wall panels, and has the 
price of each clearly ticketed. Be- 
sides showing customers how a ma- 
terial actually looks when applied, 
the room also saves steps for sales 
personnel. They no longer have to 


make the long warehouse trek. In- 
cluding front display window, kit- 
chen cabinets and sink, total cost 
of room was about $400. 


Convenient Lumber Storage 


Siding and wall paneling is ware- 
housed on ends at Bimsco Inc., 
South Bend, Ind. Pre-fabricated 
steel partitioning is used and the 
lumber is grouped by grade and 
length. 
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woods : Truly the Outstanding Door for 
= Economy—Beauty and Profit! 

















point 
— REGION 
room 
roof- 
al in- Genui ite Pi i ; pe en iia. 
enuine White Pine. Straight-grained, soft e ' = 
in. and even-textured, cuts and works easily : %& At last a door that requires no special paint job or 
. ma- and accurately with hand or machine tools, ideal z extra equipment to make it different! 
plied, for exteriors and interior trim, siding, paneling, ss Raynor Raised Panel Door offers door users beauty 
sales fine cabinetwork. Takes and holds paints, enam- 3 and individuality built right into the door! 
ve to els, other finishes beautifully. es 
' hg This is but one of ten fine softwoods from member 
. cost mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
ae dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 





THESE ARE THE ASSOCIATED WOODS &  Y Raynor Raised Panels are machine routed from 1” 





LARCH * DOUGLAS FIR- a stock and built into the door sections at the factory! Be 

= Pe 
WHITE FIR * ENGELMANN SPRUCE oS With wide selections of panel designs and patterns & 
INCENSE CEDAR * RED CEDAR = available, this door creates it’s own demand. : 
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Open House--- 
20 Years Later 


Things are a little different around 
the Lafayette (La.) Lumber Co. in 1952 
than they were at Lafayette’s first open 
house 20 years ago, in the mule-driven 


delivery wagon days. 


Almost 20 years ago, in the 
issue of American Lumberman 
dated March 18, 1933, we ob- 
served that it would be interest- 
ing to follow the history of P. J. 
Voorhies, organizer and now 
president of the Lafayette (La.) 
Lumber Co. 

This statement was made fol- 
lowing the firm’s store mod- 
ernization after a close call in 
the financial slump of 1929. 
Now, almost 20 years later, 
Voorhies has held another open 
house to celebrate the 38th an- 
niversary of his firm, and at 
the same time to place his new 
brick and glass showroom on 
display. 

The principal difference in 
the Lafayette Lumber Co. to- 
day is that it no longer handles 
just lumber. The entire store 
is departmentalized with dis- 
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MODEL KITCHEN went into action to serve 1,000 cups of 


coffee. Left to right, Mr. and Mrs. P. J. Voorhies; C. H. 
Compton, a manufacturer’s representative; John C. Sprea- 
fico, general manager, and his wife. 


plays of such items as house- 
hold appliances and electrical 
fixtures; garden tools; wall- 
paper and paints, in fact about 
everything for in-and - around 
the house. 

The new one-story showroom 
has over 3,000 square feet of 
floor space, offering the home- 
owner a complete package—fi- 
nancing, materials, planning 
service and supervision. Instead 
of a continuous solid glass 
front, the exterior walls have 
been divided into separate win- 
dow display bays. These bays 
are open so that the window 
shopper can see right into the 
store. 

To separate these bays, spe- 
cial display cabinets have been 
built between the windows on 
the inside of the store. This 
allows customers inside the 


store to examine the merchan- 
dise displayed in the cabinets, 
while window shoppers outside 
will see them as a part of the 
window display. 

Another feature of the show- 
room is the Bargain Bay, situ- 
ated so a customer must go 
through the rest of the store to 
get there. 

One major display feature 
comprises a number of booths, 
each containing different sam- 
ples of floor, wall, ceiling and 
roofing materials. A model kit- 
chen in one corner of the show- 
room will be used for cooking 
classes. This space is flexible 
enough to seat 30 to 40 women. 
The store has several sales 
women on its staff. 

At his store opening 20 years 
ago, Voorhies gave away a few 
turkeys and a $5 gold piece— 
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CONCRETE PLANT produces 400 yards of concrete in one WOMEN SELL AND BUY TOOLS at the Lafayette Lum- 
working day. ber Co., which features a full line of power tool equipment. 
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PAINT AND WALLPAPER occupy sizable display area in the new store. Dummy, at left, 
is kicking himself for not buying paint at Lafayette’s. 








— —18' 9° . DETAILED floor plan 

SAN (scale 144”—1’—0”) of 
ie display area showing 
N how layout is intended 
to stimulate consumer 
traffic. 
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‘prizes, including some of his 












ow- newest products. 

itu- Organized in 1914 with only 
g0 four employes and a mule- 

eto driven delivery wagon, the com- 








pany now boasts 100 employes 
and 19 delivery trucks includ- 












































E : : 
ths | ing vehicles for the delivery of ‘s 
am. — Mix-in-transitconcrete.The 4 
ond firm’s hard materials depart- 9 
kit. | Ment, covers only 100 square 3 
~ | feet, but produces 400 yards of a 
‘OW | conerete per working day. & 
— Display ads in the local & 
‘ible newspapers, picture post cards 6 
nen. § of the new showroom, hand . 
ales — bills delivered door-to-door, 2 
Were among the promotion + S 
ears methods used to promote the 2 S 
few opening of the “New Home 
ce—- | Builders Department Store,” ‘ 


March 31-April 2. 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—What were builder Fritz 
Burns’ famous last words on 
that twentieth century institu- 
tion, the American garage? 

2—One advertiser of alumi- 
num roofing paint says its prod- 
uct will withstand how many 
degrees of heat? 

3—What bonuses does the 
Forest City Materials Co. of 
Cleveland offer with each garage 
it sells? 

4—A new entrant into the 
garage-door manufacturing field 
who stresses dealer profits in its 
3-page ad and offers several ex- 
tra items for additional profits 
goes by what name? 

5—What dealer refuses to go 
along with the idea of selling 
garages in standardized pack- 
ages? 

6—Process 33 is the name 
given a product said to be ex- 
cellent for cleaning what? 


7—Latest government figures 
show that building material 
sales were up how much for the 
past week? 

8—All steel, ‘“galvanealed’”’ 
garage doors are advertised by 
what famous maker of overhead 
doors? 


9—The Haskelite Manufac- 
turing Corp., Grand Rapids, 
Mich., makes a door too, but not 
for garages. What’s unique 
about it? 

10—Whereas most of the 
country builds garages, the 
Southwest builds what? 


Answers on page 148 
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‘“ROLLEZY" 

AND "GLIDEOVER"—A wide range of over- 
head models and sizes from 8' x 6' 6" to 
24’ x 24' to meet all residential and com- 
mercial requirements. 

“AUTOMATIC 

ELECTRIC DOORMAN"—Push-button oper- 
ator for opening and closing ANY make of 
sectional overhead and most one-piece doors. 
WAGNER ALSO MAKES—Saw horse trestles, 
scaffold, roof, and folding ladder brackets 
and hardware specialties. Ask for Bulletins. 


Wagner Manufacturing Co. 


Box AL-52, Cedar Falls, lowa 








The Only Guarantéed - 
Malionally Hdvertiaed 


RED CEDAR CLOSET LINING 


] BROWN’S 


lithic /§ hI LU LY LS Lez Lh hl 


SEAL- PACKAGED | 
ALL WIDTHS 40’ 
TO PKG. 









S PERC DaR| 
UPERCEDAR| Ys» 
UPERCEDA y oO 
A _ ‘ s* 
? © Our national 
a’ advertising is 
~ >a —— 
ucing thousands 
~ of customer inquir- 
2 ies which are turned 
jm over to our dealers for 
follow-up. This interest in 
° © cedar closet lining repre- 
sents a growing and active 
Og market. Brown's Super-Cedar 
= is a fast-moving, profitable item 
vas produced by the largest and old- 
Rs est experts in the business. Sold only 
rc) through leading jobbers and millwork 
distributors. 


Write for Builders Folder and Consumer Booklet 












PRODUCT OF 
GEO. C. BROWN & CO., Inc. 
GREENSBORO,N.C. Established 1896 


LARGEST MANUFACTURERS OF : 
AROMATIC RED CEDAR IN THE WORLD . 





July 14, 1952, AMERICAN LUMBERMAN ¢ 








iT" 


oa Gy wee 


—t 


7 





or- 


er- 
of 
rs. 


es, 
ats 


eT! 





Eye tins a 





YOUR PROFIT-MAKING FORUM 


Corner This Market 


Here’s how you can make thousands of extra dol- 
lars, and sell scores of prospects no dealer has ever 
been able to reach. In every community, there are 
literally hundreds of good customers who never even 
consider modernization for this reason. They always 
think of home improvements as “big things”—some- 
thing they can never afford or something to be post- 
poned. Consequently, they never turn to any dealer for 
anything. The quickest, easiest way to break down 
this mental barrier to buying is to ease these people 
into modernizing—get them into the habit of making 
easy, inexpensive improvements first. 

The more you do to advertise and promote your 
yard as a Shopping Center for all kinds of “little con- 
veniences” as well as big jobs, the more you benefit 
in these ways. First, the more you encourage people 
to drop in for inexpensive small items, the more they 
will associate your name with substantial products 
they can easily afford to buy. Second, customers who 
become accustomed to shopping in your yard have 
much less hesitation about walking in and asking 
about expensive jobs. Third, customers who keep run- 
ning in for minor purchases become much more 
modernization-conscious through constant exposure to 
all kinds of samples, poster copy and pictures. 

Most important of all, when whole families begin 
enjoying the convenience of small improvements like 
extra bathroom shelves, new kitchen accessories and 
closet space-savers, many changes in attitude take 
place. For one thing, they start to look at their homes 
through new eyes—become much more conscious of 
other needs for improvement. For another, having seen 
what a whale of a difference even a $2 hardware item 
can make, they begin to see how silly it is to live with 
needless inconvenience—soon become eager to save 
more time, work and space. 

And when that happens, they come running to you 
for help, are much more receptive to high-profit 
modernization and repair jobs. So let’s see how you 
-an do a better job of advertising and promoting those 
“little conveniences” that lead to big sales. 


_. . Eye-Openers That Sell 


Thousands of people in your area put up with ir- 
‘itating inconvenience for years because they become 
so accustomed to it, they no longer connect cause with 
fect. Medicine cabinets that are too small, shelves 
that are too narrow and too few, inadequate space for 
drying things, soap dishes that skid into the sink, 
stubby hooks that never hold enough, and closets like 
Fibber McGee’s! Try eye-opening ads like this: 


Women... Make This Test! 


Is your bathroom shelf wide enough for all your make- 
up bottles and jars? Do you have any corner shelves 
to keep powder, bobby pins, comb and brush within 
quick, easy reach? Do you have a place to dry clothes 
behind your shower curtain so they drip into the tub? 
For every size space, every need, we have all kinds of 


by Norm Advertising, Inc., New York, N. Y. 
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time-savers ranging from only 69c to $4. Why live with 

needless inconvenience and discomfort when our Bath 

Shop offers so many ingenious answers. Stop in today! 

Notice how carefully this ad draws the reader into 
the picture—focuses her attention on specific sources 
of inconvenience and annoyance—shows how easily 
and inexpensively they can be eliminated. Notice, too, 
how graphic and concrete it is. Here’s another good 
example: 

$2 Eliminates This Inconvenience 


Nothing is more annoying than having soap chips tip 
over—or having other things fall down into the sink. 
Why not get a good shelf that’s wide enough—and get 
rid of these annoyances once and for all. Huge selection 
of time- and work-savers, only 69c and up, to help you 
eliminate needless household irritations and inconve- 
nience. Come in and browe around today! 


. .. Imagination Gets Results 


Most people put up with petty annoyances 
and inconvenience for two main reasons. From habit, 
they become blind to the real causes—or they lack the 
imagination to figure out how they can overcome these 
problems. The more you do to spotlight actual causes 
and visualize quick, easy solutions, the more customers 
will run in voluntarily to look around and seek further 
help. 

Far too many ads and mailing pieces offer answers 
without relating them to individual problems. What 
people need and want most is the kind of advertising 
and promotional help that adds things together. The 
kind of help that says, “Here’s the specific problem 
... here’s an excellent answer .. . and here’s how it 
can be adapted to your individual needs.” The more 
ideas people have before they come in, the more they 
buy. 

Here’s a top-scoring promotion that opens your 
customers’ eyes to new possibilities and brings them in 
for all kinds of practical help. From time to time, mail 
out a mimeographed news sheet with simple diagrams 
that will help visualize how some of your best time- 
and space-savers can be used to answer their indi- 
vidual needs. 

For example, many people need and want extra 
bathroom shelves but give up the idea because of 
badly broken wall space. A simple diagram showing 
how three or four 6-inch or 8-inch corner shelves can 
easily be fitted into that small space between medicine 
cabinet and window will bring many customers run- 
ning. 

Another irksome problem is that of pipe housings 
taking up much-needed closet space—at the same time 
actually creating waste space in the opposite corner. 
Yet most people never think of putting in shelves for 
hat boxes or shoes to make valuable use of that waste 
space between pipe housing and the side of the closet. 
Nor do they have any idea that many stores now offer 
narrow chests of drawers measuring as little as six 
or eight inches across to make the most of odd units 
of space in closets, bathrooms, bedrooms. 

Simple diagrams and brief copy suggesting prac- 
tical answers like these to difficult problems can do a 
tremendous job of winning new customers to your 
yard. Help bring them in more often for those “little 
conveniences” which lead to larger sales. 


Your Profit-Making Forum is continued on the next page. 
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Sales Climb Higher 


All during this month, next month and the early 
weeks in September, thousands of people in your trad- 
ing area will be getting their biggest pay envelopes. 
Vacation pay containing two to four weeks’ full salary 
in cash! Yet thousands of these people will not be 
spending even one cent on vacation travel. Instead 
they will all be at home, blowing in dollars and dollars 
on trivial hot-weather items and extra amusements 
like more movies, more soft drinks and more ice cream. 
Why not cash in on those big lump sum salary pay- 
ments before they are frittered away on non-essen- 
tials? 

In your newspaper advertising and summer mailing 
pieces, use an angle like this: 


“If you are staying home this summer, it’s easy 
to fritter away $10 to $20 a week just on extra 
ice cream, movies, candy bars and soft drinks. 
Yet you can have an attractive attic bedroom for 
only $6.50 a month—a screened-in porch for only 
$5.63 a month—insulation that keeps your home 
15° cooler every summer for only $5 a month. 
Why not use part of your vacation paycheck to 
paint, redecorate, remodel? Dozens of easy 
monthly-payment improvements to choose! Best 
of ail you’ll still have money left over for those 
little summer pleasures you enjoy.” 


Here’s another good variation on the same theme. 


“Why blow in dollars and dollars of your vaca- 
tion money on little things like extra ice cream, 
soft drinks, magazines and movies? For as little 
as $6.50 a month, you can enjoy some big im- 
provements to your home for years to come! 
Lovely new living room wallpaper . . . a screened- 
in porch for summer entertaining ... a basement 
game room for year ’round fun ... an extra attic 
bedroom ... and overhead garage doors are just 
a few of the many jobs that can be done for less 
per month than most of us spend per week on 
‘little indulgences.” And NO DOWN PAYMENT. 
See our friendly staff today.” 


. . . Extra Vacation Profits 

Here’s how you can sell more materials from paint 
to wallboard and at the same time help your com- 
munity solve one of its hardest problems. Slant a few 
newspaper ads and mailing pieces at the parents in 
your community, written along these lines: 


“WORRIED ABOUT YOUR TEEN-AGED 
YOUNGSTERS? 


“It’s easy for youngsters with lots of energy 
and imagination to get into trouble without the 
right outlet for healthy young spirits. Here’s an 
easy way to keep your teen-agers happily and 
safely occupied this summer. Team them up with 
Dad to build a barbecue pit—a basement recrea- 
tion room for year ’round fun—or an extra attic 
bedroom. Easy-to-apply materials cost as little 
as $5.00 a month—and we can give you easy-to- 
follow directions for everything from building a 
lily pond to redecorating. It’s fun to make home 
improvements when the whole family pitches in! 
See our friendly staff for plans and expert help 
today.” 


Extra profits can also be made by selling leaders 
of school, church, scouting and other young people’s 
groups on this idea. Recently, a young college student 
became disgusted with the childish pranks and van- 
dalism committed during hazing week—talked all the 
fraternities on his campus into working off steam by 


volunteering their labor on all kinds of community 
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service projects ... by redecorating a hospital nursery 
... doing repairs at the home for the aged .. . turn- 
ing waste space into an extra room at a local church. 

Many organizations of this kind need all kinds of 
redecorating and repairs, but cannot afford today’s 
high labor costs. At the same time, there are many 
fine youngsters eager to volunteer for community 
service of all kinds. Why not start the ball rolling by 
showing these organizations how they can easily 
make various improvements on a Do-It-Yourself basis 
with the voluntary help of a good young people’s 
group. 


. . . Continuous Attraction 


Just as a photograph never turns out well if it’s 
underexposed, many potentially good customers never 
turn out well because they are underexposed to your 
matérials and showroom. The easiest way to bring 
hundreds back repeatedly for deeper exposure to the 
main things you have to sell is to run frequent ads 
promoting your yard as the center for all kinds of 
minor home repair items. The customer who keeps 
coming back for closet hooks, patching plaster and 
caulking strips, is a lot more likely to wind up with 
a new roof than the customer who comes in to ask 
about shingles once. 

The quickest way to get customers to think of you 
first and always for all sorts of “Quick Fix-It” items 
is to devote a regular part of your advertising to such 
products. Here is a good example: 

“DO THESE THINGS DRIVE YOU CRAZY? 
“Doors and windows that stick? Holes in that 
old screen door? Too-narrow bathroom and 
kitchen shelves? Balky door locks that jam? 
Loose drawer knobs that pull off every time you 
open your bureau drawers? Our ‘Quick Fix-It’ 
Dept. has clever answers to hundreds of house- 
hold annoyances . .. all kinds of quick-and-easy- 
to-use items for minor repairs, spruce-up and 
paint-up jobs, starting at 10c. Stop in today.” 

Another way to bring customers in repeatedly for 
all kinds of small items is to give each one a mimeo- 
graphed tip sheet on quick, easy ways to make minor 
home repairs. Every month issue a new sheet sug- 
gesting clever new uses for six or eight different 
Fix-It items. The more you suggest, the more you'll 
sell. 


. . . The Homeowner's Best Friend 


The quickest, easiest way to make friends is to 
help people during emergencies, Nine times out of 
ten, most families you help out of a jam will try to 
repay your kindness by transferring their business to 
you and referring other customers to your yard. 

Some of the worst jams people can get into are 
household emergencies. Yet many of them have no 
idea where to get a reputable plumber, electrician, 
chimney repair man or roofing expert in a hurry. 

You can build tremendous good will by promoting 
this idea in your newspaper ads and sales letters: 
“IN ANY HOME EMERGENCY, CALL PIERCE’S 
—Main 777! Whatever your needs, we can refer you 
to a reliable repair man or emergency service.” Many 
dealers are well-equipped to do this—so why not cash 
in on it and win a wide reputation in your community 
for being The Homeowner’s Best Friend? Few 
services win more word-of-mouth publicity and lasting 
gratitude! 
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WHAT’S NEW 





Products .... Sales Aids .... Literature 


SEND FOR THESE: 


A new 52-page catalog, on power 
tools for cutting, shaping, drilling and 
finishing wood, metal, fibre and plas- 
tics, has just been published by Boice- 
Crane Company. Intermediate ca- 
pacity band saws, contour saws, band 
filers, drill presses, tool grinders, jig 
saws, jointers, lathes, planers, shap- 
ers, saw-jointers and belt, drum and 
spindle sanders are fully described and 
illustrated. For copy of this new 
catalog, No. 52, write Boice-Crane 
Company, Dept. AL, 1000 Central 
Ave., Toledo 6, Ohio. 


Two new circulars, featuring Bilt- 
Well Corner Cabinets for large, 
medium and small homes, are now 
available in limited quantities. These 
colorful circulars are a revision of 
the previous Corner Cabinet circular 
—used up until various changes were 
made in the unit itself For instance, 
in the case of Corner Cabinets for 
smaller type homes, the overall height 
of the unit has been increased. The 
Corner Cabinet Unit for medium and 
larger sized homes is now made with 
two raised panel doors instead of one 
in the bottom section. Write Carr, 
Adams & Collier Co., Dept. AL, 
Dubuque, Ia. 


The San Angelo Plan for Low-Cost 
Housing is fully described in a new 
brochure. For copy, write Armstrong 
Brothers Lumber Company, Dept. 
AL, San Angelo, Tex. 


“Shelter Through The Ages’, the 
fascinating story of the evolution of 
human habitation—from the tree-top 
houses and cave dwellings of pre- 
historic times to the present day— 
has been dramatically told in a new 
comic book. The material was adapt- 
ed from “Shelter”, a book published 
by Ruberoid several years ago and 
widely read by students, teachers, 
architects, engineers and business and 
industrial executives. The comic book 
is primarily designed to help promote 
the Ruberoid dealer as local head- 
quarters for “shelter” products. Write 
the Ruberoid Co., Dept. AL, 500 Fifth 
Ave., New York 18, N. Y. 


The wide range of applications for 
high pressure’ plastic laminates 
throughout the home and in institu- 
tions today is stressed in an eight- 
page folder prepared by the Panelyte 
Division of the St. Regis Paper Com- 
pany. Panelyte, the company’s dec- 
orative plastic surfacing material, is 
shown in uses ranging from the 
familiar kitchen counter top and 
dinette table to custom built furni- 
ture, school desk tops and television 
cabinets. Panelyte wall panels, which 
require no backing material or ad- 
hesives and are applied with match- 
ing metal molding strips, are also 
featured. Sixteen of the 34 finishes 
in which Panelyte is available are 
shown in full-scale reproductions. The 
five color folder also contains in- 
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structions for use of this product. 
Write Panelyte Division, St. Regis 
Paper Company, Dept. AL, 230 Park 
Ave., New York 17, N. Y. 


New specifications for vermiculite 
concrete floors are now available. 
This 12-page booklet presents for the 
first time, concise data on the new 
vermiculite-stand concrete as a fill 
over structural floors, as a floor 
slab over supports on relatively close 
spacing, and as a slab laid on the 
ground. Since vermiculite-sand con- 
crete weighs only half as much as 
ordinary concrete, dead load is re- 
duced and appreciable savings in 
structural steel are made possible in 
multi-story buildings. The compres- 
sive and indentation strengths of this 
concrete are adequate for its use as 
a base for tile, linoleum, terrazzo, or 
carpeting. Also included in the book- 
let are specifications for vermiculite 
concrete floors on ground (with and 
without radiant heating units) that 
are topped with sand concrete. Write 
Vermiculite Institute, Dept. AL, 208 
S. LaSalle St., Chicago 4. 


1952 specification standards for 
aluminum windows are_ available 
from the Aluminum Window Man- 
ufacturers Association. They cover 
double-hung, casement, projected and 
awning-type windows in both resi- 
dential and commercial applications. 
They offer both short form and master 
specifications to aid the architect 
and builder. Published for the first 
time in the 1952 AWMA Specifications 
are standard specifications covering 
awning sash, standard sizes and 
modular sizes. Write Aluminum Win- 
dow Manufacturers Association, Dept. 
AL, 74 Trinity Place, New York 6, 


New booklet tells the amateur how 
to lay hardwood floors: In order to 
insure a sound floor installation and 
one worthy of the professional floor 
layer, this booklet outlines for the 
amateur home builder, the important 
steps and necessary precautions to 
take in laying hardwood floors. Illus- 
trated to clarify suggestions in the 
text, the booklet describes both joist 
and concrete slab underfloor construc- 
tion, sleepers and screeds, wood sub- 
floors and recommended _ species, 
waterproofing, flooring paper and ac- 
climatization of Maple and Birch floor- 
ing at the job site. Laying of the top 
floor is covered in some detail. Sug- 
gestions are offered concerning the 
proper starting place in laying the 
finish flooring, type of nails to use 
for each flooring thickness and how 
to drive the nails. Also included are 
paragraphs on sanding suggestions, 
finishing recommendations and _ the 
procedure to follow to eliminate floor 
squeaks. For copy of “How to Lay 
Lifetime Floor of the Northern 
Hardwoods,” write Maple Flooring 
Manufacturers Association, Dept. 
AL, 548 Pure Oil Building, Chicago 
1, TE 


~ 





Store Planning Kit 


Reflector-Hardware Corporation 
has perfected a “Store Planning 
Kit” which contains a method so 
simple to use, that with no previous 
training you can actually plan the 
layout of your store or department 
in detail, and also select the proper 
merchandising equipment. This 
system will enable you to see what 
your store or department will look 
like before you spend any money 
for remodeling or rebuilding, and 
also shows what type of merchan- 
dising equipment will do the best 
job for you. This “Store Planning 
Kit” can be used over and over 
again. Each department can be 
planned separately, and you can 
experiment with each section until 
you find the floor plan that will 
sell the most merchandise. The 
“Store Planning Kit” may be ob- 
tained for $1.50. Write Reflector- 
Hardware Corporation, Dept. AL, 
Western Ave. at 22nd Place, Chi- 
cago 8, Ill. 





New Series of Ad Mats 


To help dealers do a better sell- 
ing job in their newspaper adver- 
tising, Insulite has prepared a com- 
plete new series of attention-getting 


newspaper ad mats. Proofs of 
these new mats are contained in a 
portfolio along with a story on how 
dealers can put newspaper advertis- 
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ing to work. It gives tips on how to 
prepare ads, how much to spend 
on advertising, how to check results 
and a host of other ideas. These 
new ads appeal to the homeowner 
in terms of his wants and desires. 
They sell ideas and benefits such as 
more comfort, beauty, and greater 
fuel savings. There are ads on farm 
buildings, residential construction, 
basement conversion, attic expan- 
sion, extra rooms, insulation and 
repair and remodeling. There are 
also several pages of miscellaneous 
illustrations that will be helpful in 
building special ads. Write Insulite, 
Dept. AL, Minneapolis 2, Minn. 


TRAINING 


MANUAL 


Keystone Manual 


The Keystone Training Manual 
is a 115-page book containing de- 
tailed drawings and complete in- 
structions for ordering and instal- 
ling Keystone Aluminum Storm 
Windows and Doors. Data includes 
double-light, single-light, oriel, pic- 
ture, and mullion windows, porch 
enclosures and breezeways, inside 
and outside casements, clip-on case- 
ment screens, swing-out windows, 
triple-track windows, plain panels, 
half and full length screens, and 
storm doors. Write Keystone Al- 


sl Company, Dept. AL, Derry, 
a. 











Magic Pivot 


A new four-page folder, “What 
Magic Pivot Means to You,” is be- 
ing offered free to power-saw users 
by Cummins-Chicago Corp. The 
principle of Magic Pivot, that places 
the pivot point of the saw shoe as 
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close as possible to the saw shaft 
and the work, is illustrated by eight 
simplified engineering drawings on 
page two. A chart on page three 
demonstrates the price, weight and 
depth-of-cut advantages of Cum- 
mins Maxaws with Magic Pivot. 
Also on page two is a picture and 
record of achievements of Fred 
Wappat, inventor and designer of 
Magic Pivot, pioneer of the portable 
electric saw, and developer of the 
now widely used telescopic saw 
guard. Line drawing illustrates 
principle of Magic Pivot, an exclu- 
sive feature of four new Maxaw 
power saws. Magic Pivot is said to 
permit greater utilization of saw 
blade in 45-degree cuts. Write 


Cummins-Chicago Corp., Dept. AL, 
4740 N. Ravenswood Ave., Chicago 
40, Ill. 








Combination Caulking 
Cartridge 

A new type caulking cartridge 
can be used with equal effective- 
ness in all types of cartridge caulk- 
ing guns. The new “Combination 
Caulking Cartridge” consists of a 
standard Calbar hole-in-cap car- 
tridge of Calbar non-hardening, 
non-staining Caulk-O-Seal—plus a 
snap-in plastic nozzle. The car- 
tridge can be used in two ways. For 
metal nozzle guns, merely insert 
the hole-in-cap cartridge, and re- 
place the nozzle. For other guns, 
just snap-in the plastic nozzle to 
the hole-in-cap cartridge, and in- 
sert. These new cartridges also 
banish after-cleaning, because the 
caulking compound never touches 
the sides of the gun. Calbar is man- 
ufacturing caulking compounds in 
26 colors. There’s a Calbar caulk- 
ing compound to match brick, as- 
bestos-cement siding, shingles, 
metal or wood—in any required 
color, including black, brilliant 
white, and aluminum. ‘“Combina- 
tion Caulking Cartridges” are 
available in most of these colors. 
For copy of the Calbar Caulking 
Compound Directory, write Calbar 
Paint and Varnish Company, De- 
partment AL, 2612-26 N. Martha 
St., Philadelphia 25, Pa. 
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New Marlite Panels 


The new line of Marlite Hi-Gloss 
and Marlite Woodpanel wall and 
ceiling panels are shown in a full- 
color illustrated folder. Marlite Hi- 
Gloss, available in plain, horizonta- 
line, and tile patterns, features a 
high lustre, mirror-like, high-heat- 
baked finish and retails in the same 
low price range as Marlite Velvetex. 
Seven pastel colors, ivory, pastel 
blue, dove gray, pastel green, pastel 
yellow, desert tan, and swan white 
are illustrated in color in the bro- 
chure for easy “decorating scheme” 
selection. The new Marlite Wood- 
panel line, also illustrated in color, 
includes seven distinctive fully-fin- 
ished wood grains: natural walnut, 
silver walnut, striped mahogany, 
gray prima vera, natural prima 
vera, light oak, and blond mahog- 
any. Typical Marlite installations 
and features of these two new prod- 
ucts are included in this handy ref- 
erence folder. For copies write 
Marsh Wall Products, Inc., Dept. 
AL, Dover, Ohio. 
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Serves You Right! 


How a number of the country’s 
Jeading industrial plants have ef- 
fected new efficiencies and marked 
economies by employing fork-lift 
trucks and towing tractors in plant 
maintenance operations, is shown 
dramatically in a new 15-minute 
motion picture, “Serves You 
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ROSBORO 
MOULDINGS 


Rosboro manufactures a complete line of 
quality Douglas Fir mouldings, casing, and 
base. Whether your customers want a 
moulding for the floor line, windows, or 
cornice of the house, you'll have it with 
Rosboro as your source of supply because 
they can manufacture mouldings, casing and 
base in any pattern one might need. 


Carefully manufactured to the most exacting 
standards of utility and beauty, they are 
made of Rosboro’s famed old growth 
McKenzie River Yellow Douglas Fir. 


Rosboro moulding, casing, and base are in- 
cluded in mixed car shipments or straight 
carload lots. 


For complete satisfaction on your moulding needs, 
order from Rosboro — the single source of supply. 


| |ROSBORO 


Lumber Company 
Springfield, Oregon 








PPP IVI III IPO DIAG YS 


BEHIND THE MILLS — THE CONNOR TIMBER STANDS 


“LAYTITE” 


Maple and Birch Flooring 


in Cartons 
(or reqular lengths ia bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 





Forest Products Since 1872 


CONNOR 











LUMBER and LAND COMPANY 
Marshfield, Wisconsin 
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The Door Beautiful — Sells on Sight 








Dombinat 


SCREEN AND 
STORM DOOR 














Above: ‘“Raw- 
leigh’? — one of 
seven lovely pat- 
terns. 


Goes beyond utility — it adds 
dignity and beauty to any home. 
Precision made. Can‘t sag. Glass 
storm or screen panel is snugly 
mounted in separate frame on 
inside of door. Grill protects 
screen and glass. Kiln dried, 
dimensionally stable wood — 


ready to paint. 

Use in series for a distinctive, 
ractical — enclosure — com- 
ines high visibility with great- 

est privacy. Or recommend for 

breezeways. Available in seven 
lovely patterns protected by 
patent and copyright. 








Boost your sales with Custom Combination. 
Write today for folders and price list. 


CUSTOM DOOR CO. 


1723 N. Lake St. Rd., AURORA, LLL. 


NOX 
NOX 





WANG 














425 




















Right!”, just released by the Clark 
Equipment Company. This new 
movie, which is in black and white 
with sound, also features the use of 
industrial radio in the operation of 
a fork-truck fleet working in both 
plant maintenance and materials- 
handling activities. Many of the 
sequences show ingenious employ- 
ment of the fork truck in plant 
maintenance work, and contribute 
largely to the film’s thought-provok- 
ing qualities. Requests for the 
movie should be addressed to the 
Clark Equipment Company, Indus- 
trial Truck Division-AL, Battle 
Creek, Mich. 





To Star in New Campaign 

The handy man around the house 
will be immortalized as Mr. Do-It- 
Yourself in a new campaign soon 
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You can count on CRA Redwood 
for top performance on the job— 
for durability, stability and paint- 
ability. You can count on CRA 
Redwood for uniform quality—for 
accurate grading, uniform mill- 
ing, proper seasoning. And you 
can count on CRA Redwood for 
sure, profitable sales. That's why 
it pays to feature only CRA Red- 
wood—the grade-marked, trade- 
marked Certified Dry Redwood, 
processed by the reputable mem- 


The Redwood you 
can count on.... 


CRA 
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ber firms of the CALIFORNIA REDWOOD ASSOCIATION 


ROCKPORT REDWOOD CO. * SIMPSON LOGGING CO. 


* UNION LUMBER CO. * WARM SPRINGS LUMBER CO. 


WILLITS REDWOOD PRODUCTS CO. * ARCATA REDWOOD CO. * COASTAL PLYWOOD & LUMBER CO. * HAMMOND 
LUMBER CO. * HOLMES EUREKA LUMBER CO. * NORTHERN REDWOOD LUMBER CO. © THE PACIFIC LUMBER CO. 
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to be launched by Kimberly-Clark 
Corp. in behalf of Kimsul Insula- 
tion. A campaign in consumer pub- 
lications, plus a hard-hitting pro- 
gram directed to lumber dealers, in- 
cluding window and counter dis- 
plays, bill inserts, direct mail and 
an advertising mat service, will 
feature the program, says Ralph 
Brabbee, advertising director. Ease 
of installation of Kimsul and econ- 
omy of the product are themes of 
the campaign. “If you can use a 
hammer ... you can insulate your 
home with Kimsul for less that $70 
...’ says one of the first consumer 
ads; and others will feature addi- 
tional common household imple- 
ments under similar headings. Mr. 
Do-It-Yourself, a benign, old- 
clothes, hard-working cartoon char- 
acter will make his appearance in 
the dealer advertising and direct 
mail pieces, playing the star role 
in the counter and window display 
material. Consumer advertising will 
appear in Better Homes and Gar- 
dens, American Home, Small Homes 
Guide, and Home Maintenance and 


Improvement. Write Kimberly- 
Clark Corp., Dept. AL, Neenah, 
Wis. ; 





New Long Narrow Panel 

The Raynor Manufacturing Com- 
pany has announced a new long 
narrow streamlined, carved raised- 
panel wood sectional overhead door. 
Like the popular Raynor square 
carved raised-panel door, the design 
in the new panel is machine routed 
into 1” thick blanks and built into 
the door at the factory. A unique 
feature of the door is the originality 
it invites in the finished paint job. 
With a little ingenuity, the exterior 
color scheme of the home can be 
worked into the carved raised panel. 
Embodying three way stress con- 
struction—(1—glued; 2—mortised 
and tenoned; 3—steel dowelled)— 
the new door is also equipped with 
the Raynor patented Graduated 
Seal for watertite seal and ease of 
operation. Available in a wide va- 
riety of standard designs and pat- 
terns, the long narrow panel lends 
itself exceptionally well to ranch 
style or other long narrow archi 
tecture. For illustrated literature. 
write Raynor Manufacturing Com- 
pany, Dept. AL, Dixon, II. 
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New Change-O-Door 


The entire appearance of this 
sectional overhead garage door 
can easily be altered to suit the 
taste of the individual. United 
Products describes its Change-O- 
Door as the most unique on the 
market; it features patented slid- 
ing muntins in the third or fourth 
section. When you attach special 
decorative designs, personalized 
initials, ete., which United fur- 
nishes in all stock sizes, your door 
is completely transformed and 
looks just the way you want it. If 
you tire of one face, you merely 
form a different design to get a 
completely new look. Change-O- 
Door is constructed according to 
exacting standards, available in 8’ 
—16’ widths. The door is made of 
choice Western Fir carefully dow- 
eled and glued, incorporating top 
grade exterior Fir plywood panels. 
Like United’s other nine door 
models, the Change-O-Door is 
shipped directly from the factory 
to you and is available with or 
without hardware. Write United 
Products Company, Dept. AL, 152 
bail Wisconsin Ave., Milwaukee 3, 
Vis. 





























Strand Garage Doors 

Whether it’s a home with a 
breezeway and attached garage, or 
a house with a separate garage— 
the modern horizontal lines of the 
Strand all-steel garage will har- 
monize equally well. Strand’s new 
double-garage door, which now has 
the horizontal lines opens as a unit 
and is used in double door open- 
ings without a center post. It has 
strong X-type diagonal steel brac- 
ing and recedes into the garage on 
ball-bearing track rollers. A pleas- 
ant and sheltered outdoor terrace 
is incorporated into the 11'-car 
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garage style shown here, which fea- 
tures Strand’s wider garage door 
for 9’ openings. Like Strand’s 8’ 
doors, this is a welded one-piece 
door leaf. All Strand doors are 
made of galvannealed steel to pro- 
tect against rust. The galvan- 
nealing consists of a heavy galvan- 
ized zine coating which is oxidized 
to provide an excellent base for 
paint, with no priming coat needed. 
The Strand line includes five types 
of doors. Ali the doors now have 
new horizontal-line styling to blend 
with today’s style of architecture. 
Write Strand Garage Door Divi- 
sion, Detroit Steel Products Co., 
Dept. AL, 2250 E. Grand Blvd., 
Detroit 11, Mich. 








The Fleetwood ''Double" 


A new low-priced garage door 
for double-width openings in 2-car 
garages is announced by Crawford 
Door Company. The new door, an 








and watch your profits grow! 





You'll be amazed at how fast your profits soar 
if you AIM TO SELL A ROOM ... instead of 
separate pieces. 

Plywood, Mouldings, Lumber, Doors, Tropic- 
wall Paneling, and Apitong Flooring — all of 


Products which 
may be used in 
complete room of 
PHILIPPINE 
MAHOGANY 


Plywood 

Mouldings 

Lumber 

Doors 

Tropicwall 
Paneling 

Apitong Flooring 
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¢ Philippine Mahogany make one complete 
e luxurious room interior, And there is a choice 
© of several species: White Lauan, Red Tan- 
e guile, Almon. 

© Philippine Mahogany is a low cost economical 
¢ Hardwood Plywood that has the luxury look. 
¢ Upkeep is also economical because once a 
e room is paneled in Philippine Mahogany, it 
. needs no re-painting, no re-papering, no ex- 
e pensive remodeling. It will last a lifetime. 

e 

2, 


Sell Rooms of Philippine Mahog- 
any and watch your profits grow. 
Mail coupon today. 


ee ee ee ee ee ae 
|! AETNA PLYWOOD & VENEER CO. 1 
1732 N. Elston Avenue, Chicago 22, Illinois 
t Please send special literature on complete RUOMS of PHILIPPINE z 
I MAHOGANY. I 
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Sells On Sight! 
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Readybuilt Fireplace 


(Reg. U. S. Pat. Off.) 


Hundreds of dealers coast to coast 
find the beauty, warmth and cheer of 
a READYBUILT Fireplace on display 
wins customers—and results in quick, 
sure sales! Large variety of attractive 
models in brick, stone and wood 
available—to suit any individual taste 
or any style home—for use with gas 
or electricity! Furnished complete, 
ready to be installed. Shipped any- 
where. Write for catalog and dealer's 
propositions. 


The Readybuilt Products Co. 


1709-23 McHenry St. Baltimore-23, Md. 








FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
smooth way to ‘‘crack-proof” plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered fo velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. $T. LOUIS 6, MO. 
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addition to the Crawford Fleet- 
wood Door line, has been intro- 
duced to meet the demand for 
double-width doors, now at an all- 
time high in popularity with fam- 
ilies where two cars are in regular 
use. The new Fleetwood “double” 
is in the popular four-section de- 
sign and is stocked in standard 
sizes ranging from 14’0” wide x 
6’6” high, to 160” wide x 8’0”high. 
It glides up inside the garage when 
open and can’t catch wind, rain, 
snow or ice. Installation is very 
neat and there are no projecting 
arms or brackets to catch clothing 
or to interfere with the location 
of the garage service door. Con- 
struction is all wood, panelled, with 
pressure-fitted, glued dowels at all 
joints for extra strength. Write 
Crawford Door Company, Dept. AL, 
401 St. Jean, Detroit 14, Mich. 








New Steel K-D Door 


A one-piece packaged, knocked- 
down steel garage will be ready for 
shipment in July, according to an 
announcement by Thomas K. Con- 
nellan, sales manager, R. L. Taylor 
National Sales, Inc. “The lumber 
dealer’s big problem in merchan- 
dising one-piece metal doors has 
been the difficulty encountered in 
handling, warehousing and deliver- 
ing a package eight by seven feet,” 
according to Connellan. “We hope 
with our new product to put the 
metal garage door business back 
in the hands of the lumber dealers 
where it belongs,” he added. All 
the parts for the Taylor Made K-D 
door will be precision punched so 
that assembling will consist only 
in bolting the various parts to- 
gether. Write R. L. Taylor Na- 
tional Sales Inc., Dept. AL, 12480 
Evergreen Road, Detroit 28, Mich. 


Rosin-Coated Staples 


You’ve seen major league ball 
players put rosin on their hands. 
They do it to get a better grip 
on the bat. Duo-Fast Staples are 
now being rosin-coated for the same 
reason—to grip the material bet- 
ter. Regular Duo-Fast Staples pro- 
vide strong holding power, but 
there are some jobs where excep- 
tionally strong hoiding strength is 
required. Duo-Fast Rosin-Coated 
Staples are said to fill the bill on 
such jobs. The rosin coating doubles 
the gripping power. Write Fastener 
Corporation, Dept. AL, 860 W. 
Fletcher St., Chicago 14, IIl. 


New Calder Lines | 


Calder Manufacturing Company 
announces three new lines are re- 
placing all of its former lines. The 
firm now has a complete series of 
Sturdy doors stocked in 22 sizes, 
and a complete new flush door line. 
In addition, the company is offer- 
ing its brand new line of “‘Leveline” 
doors: five section, two panel wide 
doors for ranch-type homes in five 
sizes; all the one car sizes will be 
two panels wide, five sections high, 
fourth section open for glass, and 
the two wide doors will be four 
panels wide, five section high, 
fourth section open for glass. There 
is also a new chain lift door which 
has been under development for a 
year, as well as a new torsion 
spring high lift door for gasoline 
service stations. Calder has been 
experimenting with product finish 
for some time and now announces 
a new gray finish on all hardware 
for Calder Wedge-Tight doors. 
Important news concerns the 
company’s new pressure - packed 
sheaves. All pulleys or sheaves now 
being supplied with every Calder 
door are pressure pre-packed with 


grease at the factory, eliminating © 


the need of lubrication when the 
door is installed. Write Calder 
Dept. 


Manufacturing Company, 
AL, Lancaster, Pa. 





Theatre, TV Movies Available 


A series of theatre and television 
movie playlets, produced by Western 
Pine Association to help dealers se!l 
Knotty Pine paneling, is available 
for use throughout the country. 
Each of seven playlets for theatre 
advertising is in full color. Dealers 
may specify their own identification 
and company advertising message 
on a trailer that may be made up 
to accompany the playlets. The 
seven black and white television 
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line” There’s no measuring, no fitting, no sawing with Met-Crol 
wide Your builders save time and labor costs—and) code-approved 
i. Met-Cro does a better job faster. THAT ACTUALLY MAKES 
ill be You will like Met-Cro for thi 
high, i gt Fa WINDOWS MORE ATTRACTIVE 
and once tried, is fast becoming 
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— | CONSTRUCTION FEATURES... 
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= 100% CONCEALED—No part protrudes 
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DESIGNED for EASY, FAST INSTALLATION 
—smooth, lifetime operation. 
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Dept. 


TWO TYPES OF ATTACHING EASIER TO TENSION—Tensioning can be 
BRACKETS — Tension is ap- applied before or after installation 


plied DURING installation without special tools. 


by winding hinged bracket z ‘ 
oun ton 7 aa AFTER FITS WINDOW with or without weath- 


installation by turning ten- erstripping. 
sioning screw on both “L” : 
and “Cup” types. POSITIVE LIFTING POWER provided by 


highest quality coil spring. 


| Aluminum 
gi hanp Pott 








Overall Base Top * > 

Length Section Section cup 
ALP #1 Custom 844 ft. 5” 4” \, TYPE Nationally Advertised Hidalift 
ALP #2 DeLuxe 81% ft. 4” 


Offers New Profit Opportunities 


ALP #3 Special 84 ft. - 3” 
*ALP #1 and #2 adjustable in height. 3”, 314” 
or 4” adapter furnished to fit lantern collar. 


ALL COPPER 


Dealers and builders make money on time- 
\ - saving installations. Patented after-installa- 
“|. a tion adjustment feature and non-jamming 
ine yepe action eliminate future troubles. 































: : Quality Products For Over a Century 
” ‘LANTERNS ol 
sion | HIDALIFT DIVISION a | 
tern Overall | The Turner & Seymour Mfg. Co., Torrington, Conn. 1 
sell Height Square | i 
a - Gentlemen: 

— No. S-t The Newport 24 13 : Send complete literature and prices on Hidalifet. 
try. No. S-2. The Mayfair 20” 1014” Pi sic Deal Build 

_ ; No. S-3 The. Hampshire 17” 9” esate O) - O " 
L ‘S 

tio 1 Lanterns finished in Satin Black. ; | 
sage i a I Address | 
» up LITEWAY MFG. CORP. | | 
The | City ZONe......000000 State j 
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1. Sell Shinglstik with Every 
Asphalt Shingle Sale. 

2. Sell Shinglstik to Prevent 
Wind Damage to Existing 
Roofs. 


There’s something missing from your customer's 
roof when wind tears loose his asphalt 
shingles . . . and there’s something missing 
from your profit ledger when you miss selling 
the complete package . . . SHINGLSTIK 

with every asphalt shingle sale. Send for your 
free sample and learn how SHINGLSTIK, 

the only tailor-manufactured asphalt shingle 
sealer, does a better job on asphalt shingle 
roofs and for your pocketbook. 











FOR FREE TEST-SAMPLE 


Send correspondence (postcard or letter) to: 
Shinglstik 

7600 Truman Road 

Kansas City, Mo. 


Include your name, someeey and com- 
plete address including brand name of 
asphalt shingles you carry. 


Note: Samples cannot be distributed 
without suppliers name. Sample distri- 
bution limited to territory between the 
Allegheny and Rocky Mountains. 











DO YOU HAVE 
A REDWOOD 
ACCOUNT? 


HOBBS WALL, Redwood Lumber 
Distributors for the past 86 years 
are inviting inquiries from whole- 
sale lumber distributors and com- 
mission men who also have built 
their business on years of honest 
dependable service. 


HOBBS WALL 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 


405 Montgomery Street, 
San Francisco4 GArfield 1-7752 
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playlets are condensed versions of 
the theatre movie, “Experience by 
other manufacturers has shown,” 
according to Promotion Manager 
Joseph W. Sherar, “that advertis- 
ing movies provide a combination 
of live action and convincing sound 
adding up to an actual demonstra- 
tion that in many cases cannot be 
duplicated on the sales floor. Both 
theatre and television playlets dem- 
onstrate knotty Western Pine pan- 
eling in all rooms of the house and 
illustrate how easy it may be in- 
stalled by the home owner or pro- 
fessional. For illustrated folder, 
“Sell Knotty Pine with Motion Pic- 
tures,” outlining the complete serv- 
ice that may be secured without 
charge, write Western Pine Associ- 
ation, Dept. AL, Yeon Building, 
Portland 4, Ore. 


RUBBER PROTECTION for Hl? CYL 


California Patio Finish 


Zynolyte Sales Company will 
back up its newly introduced Cali- 
fornia Patio Finish with a hard- 
hitting merchandising program. 
Feature of the program will be the 
striking counter and window dis- 
play, shown above. This elaborate 
display not only illustrates use of 
the product but actually shows va- 
rious available colors. It is an en- 
tirely new idea in the sale of a 
finishing for cement surfaces. The 
Zynolyte California Patio Finish 
itself has been laboratory tested 
and proved in the field. It is a 
new, specially formulated rubber 
base coating for cement, concrete 
and flagstone. Tough durable and 
unaffected by alkali, it withstands 
heavy traffic and severe exposure 
to weather. Available in six non- 
fading California colors, Patio Fin- 
ish is ideal for patios, porches, 
walks, playrooms, etc. It is also 
manufactured in special grade for 
swimming pools. Fast drying, it 
can be walked on in four hours. 
Dealer and jobber inquiry for this 
new product is invited. Write Zyn- 
olyte Sales Company, Dept. E., 
1646 So. Vermont Ave. Los Angeles 
6, Calif. 





Knob-Lok 


A new type of combination door 
knob and lock called Knob-Lok, will 
convert any latch or lock to a 
tamper-proof cylinder lock. Con- 
version is very simple. Just use a 
screwdriver to remove the old fash- 
ioned door knob, and insert the 
new Knob-Lok. This eliminates the 
need for expensive carpentry or 
mechanics, as there is no mortising 
or drilling of doors necessary. 
Knob-Lok features a_ precision- 
made cylinder equipped with a 
Yale lock and two keys. When the 
key is turned to the normal or 
“open” position, the knob becomes 
a modern, decorative, and conven- 
tional one, and when it is locked, 
the knob spins freely. This pre- 
vents the lock from being sprung 
or forced open. Knob-Lok is avail- 
able in standard keying, keyed 
alike, and master keyed, and can be 
obtained in solid polished or dull 
brass, and gleaming chrome on 
solid brass. This combinatioon door 
knob and lock is ideal for linen 
closets, liquor bars, storage closets, 
cellar bins, etc., and sells for less 
than a lock alone. Write Security 
Hardware Mfg. Co. Inc. Dept. AL, 
103 Ave. C, Box No. 23, Brooklyn 
18, N. Y. 


New Line of Circular Saws 


A new complete line of circular 
saws, the “Leader Line,” has just 
been announced by Henry Disston 
& Sons, Inc. From 41% to 12 inches 
in diameter, the blades for portable 
electric handsaws are made in ail 
tooth types, with center holes to 
fit every type of mandrel on port- 
able electric handsaws used by 
building contractors or industrial 
maintenance departments. Each 
blade is individually packaged and 
has etched on it the name and 
model of the machine it fits. The 
combination blade in this line in- 
corporates a new and different de- 
sign, based on advanced principles 
developed by Disston especially to 
meet portable electric saw manu- 
facturers’ demand for a blade that 
would both rip and crosscut faster 
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and cleaner, with less strain on 
sniall motors. The Leader Line 
for bench saw needs is made of 
alloy steel, and each saw is in- 
dividually packaged and _ clearly 
javeled. This line includes the new 
S.fe-Feed saw, a completely differ- 
elit blade, especially designed to 
prevent kick-back. Write Henry 
Disston & Sons, Inc., Dept. AL, 
425 Tacony, Philadelphia 35, Pa. 


How TO CREATE 


Your OWN Ft 
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Design Book by Kentile, Inc. 

As a practical aid to architects, 
dealers and everyone interested in 
beautifying homes, offices, schools, 
hospitals, stores and shops, “How 
to Create Your Own Floor Designs,” 
Design Book No. 1, has just been 
issued by Kentile, Inc. The new 
volume is a handsome 44-page 
book, 8°4” x 11” in size, bound in 
a hard cover and printed in at- 
tractive colors. It is said to rank 
high as a textbook on design. Its 
pages contain scores of practical 
ideas for enhancing the beauty of 
flooring for any room. Page after 
page illustrates countless ways in 
which resilient Kentile can be ar- 
ranged to form distinctive and in- 
dividualized patterns. Write Ken- 
tile, Inc., Dept. AL, 58 Second Ave., 
Brooklyn 15, N. Y. 








KHEMO-KLEAN 


“erento 


Khemo-Klean Hand Cleaner 
The problem of dirty, cracked, 
sore hands among industrial work- 
ers is solved, according to claims 
for a new solvent-type hand clean- 
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er, Khemo-Klean. This hand cream 
may be used with or without wa- 
ter to remove many types of stains, 
grease and grime, such as auto- 
mobile grease, oil paint, carbon, 
tar, emery dust, and sticky cements. 
Khemo-Klean contains no harsh 
ingredients. Sore, chapped hands 
tend to improve when Khemo-Klean 
is used, for it has a mild but ef- 
fective antiseptic Terpineol. A 
small quantity of the jelly-like 
cream rubbed on the hand causes 
the solvent emulsion to disperse, 
liquefy, penetrate, and “lift” the 
imbedded dirt off the skin. Write 
the Khemo-Klean Co., 3265 S. Ninth 
East, Dept. AL-Bll, Salt Lake 
City, Utah. 


Flooring for Radiant Heat 


Structures utilizing radiant heat 
have, for the most part, had to 
forego the advantages of hardwood 
floors. With the introduction of 
Gothic Oak ready-finished hard- 
wood flooring, Parkay, Inc., be- 
lieves it has the solution to this 
problem. The manufacturer points 
out that in Gothic Oak you have a 
material which is subject to the 
least dimensional change of floor- 
ing woods. Gothic Oak, like other 
Parkay flooring, is installed quick- 
ly and economically. Once the con- 
crete is dry, the Gothic Oak fioor- 
ing is applied directly to the sub- 
surface with Parkay adhesive. Once 
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Ideal for New Home building or the booming 
Remodeling Market—New Type Sliding Door 
Wardrobe with Overhead Storage Space. 


Home owners will covet the extra wall space 
and increased floor and cubic footage 
offered by Modern Glide. They'll save money, 


too, for Modern Glide's 


(complete with sliding doors top and bottom) 


and its ''In-The-Wall" Rolling Doors and 
By-Passing Doors save material and labor 
—and these units will carry any style of 
type of door the home owner prefers. 


Builders! Modern Glide pocket units and 
wardrobe headers are all ready to place 
in position, Just nail it in—no special 
carpentry needed. Plaster or wall board 
can be affixed 


lost by building up pockets on the site. 


immediately. No time 


And dealers—see how you further bene- 
fit with Modern Glide packaging! 





























now 


new wardrobe unit 











PACKAGED 
KNOCKED DOWN! 


e Less Inventory 
e Less Freight 


e Ease of Assembly 


Modern Glide units can be sent 
right to the job site in the pack- 
age—or from the shelf to job in 


a plea. 
iI | 
Modern Il elle | 
Glide i} t : 
units are | | ! Please send, without obligation, the ''Modern Glide’ 1 
de for per- @ 1 folder and complete information about Modern Glide 4 
dibs -. Pp 1 units. 5 
fect instal- | , 
lation and ' ' 
operation— i ae rome er intonen ac crane iso cr esa so ariccAra b 
will give a t I 
lifetime of | : MI eis Sc nahurccc we eo ies cas re CONE ! 
owner satis- i 
faction. : RG oa nacreonacweenccunees Rs, I hides svnsie 1 
1 Dealer (0 Builder a 
‘ (Check One) 
pathy s MODERN GLIDE SLIDING DOOR FRAME COMPANY ! 
’ atte ee 11690 Cloverdale Ave., Detroit 4, Mich. : 
OL ee See erm rE NT 
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in place, the floor is ready for im- 
mediate use. Gothic Oak is a dura- 
ble wood. Its rich, brown color 
extends throughout the full thick- 
ness. Factory finishing protects and 
accentuates this natural beauty. 
Gothic Oak flooring is available in 
two sizes—8” x 8” units and 12” x 
12” units made up of four 6” sec- 
tions. Both units are 5/16” thick 
and have beveled edges. For illus- 
trated bulletin write Parkay, Inc., 
Dept. AL, 5000 Crittenden Drive, 
Louisville 9, Ky. 
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teen Tap Wenaity Offered 


Bilt-Rite Linoleum Products, Inc., 
announces adoption of a warranty 
plan covering the sale of its custom- 
built sink and counter tops. The 
warranty, identified by a numbered 
name plate placed on each Formica- 
fabricated kitchen top manufac- 
tured by the company, is said to 


provide for the first time, a quality 
protection assurance which has not 
been generally available in the field 
of custom-built kitchen tops. The 
company adopted the warranty plan 
in conjunction with its recently 
launched promotion program to 
build the national brand reputation 
of its Formica-fabricated custom- 
built kitchen tops. Write Bilt-Rite 
Linoleum Products, Inc., Dept. AL, 
511 Whittier St., New York 59, 
N. Y. 


New Vitrolite Color Selector 


A visual aid has been developed 
for the housewife or builder who 
wants to select colorful Vitrolite 
walls for kitchen or bathroom. C. 
Edward Johnson, manager of Vitro- 
lite sales, announced the new Vi- 
trolite Color Selector, to be made 
available to LOF distributors and 
dealers at less than cost. The color 
selector is like a double book which 
has the outline of a kitchen and a 
bath with available Vitrolite wain- 
scots and overlays in all Vitrolite 
colors. By superimposing the out- 
line over the overlays a correlated 
color scheme may be achieved, giv- 
ing the person planning a kitchen 
or bath an effective idea of the fin- 
ished appearance of the glass in- 
stallation. “We look for a good res- 
idential market for the rest of this 
year, and believe there is a growing 





ACROSS THE NATION 






IT'S A SUNNY 
PICTURE FOR 





DEALERS AND 
DISTRIBUTORS 


Look on the sunny side of the sales scene with 
Metalart Aluminum Window sales by featuring 
all the merits builders and home owners want. 
Every sale is a satisfied customer and an open 
door to additional sales — precision built for 


any architectural desire and any type installation, Metalart 


windows can be sold to every market. 


Metalart is the only residential Aluminum Double Hung window 
Metalart offers optional per- 
manent neoprene factory glazing or job site compound glazing. 
Choice of adjustable spiral balances concealed in sash or over- 


with a sturdy 3/2’ wide frame. 


head mounted stainless steel on balances. 
oc 


stainless steel. Adjustable sweep 


ments. 
casement windows. 


and other 


details, etc. 
for complete details. 


. Metalart offers modular 
sizes and optional muntin arrangements to meet all require- 
Picture windows for use with both double-hung and 


SEND FOR THIS 16-PAGE CATALOG. Our new Aluminum and 
Blue 16- page Catalog of Metalart Precision Aluminum Windows 

uilding products contains full information about the 
merits of Metalart windows, specifications, 
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Screens for double- 
hung windows are 
available full length, 
half length or tension 
type. Standard size 
quick-clip screens for 
Metalart Aluminum 
casement windows. 
Require no fitting and 
are pre-drilled for at- 
taching simple clips. 


hardware 


sizes, installation 


Distributorships and dealerships available—write 4 


E of METAL ARTS MANUFACTURING COMPANY, INC. 


P.O. Box 4144 


Atlanta, Ga. 


Member of Aluminum Window Menufacturers Attn 
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interest in this type of wall which}. : 
minimizes cleaning and mainte} 
nance work while it gives long-time} 
beauty to the most used rooms inls 
a home,” said Mr. Johnson. 
color selector makes it very easy to 


make a good choice of color and) 


properly correlate two or more 


colors in a _ single installation.’ | 
Write Libbey-Owens-Ford Glass 
ew Dept. AL, Toledo 3 
Ohio. 








New Building Material 


Combining the bee’s honeycomb 
construction technique with a spe 
cial adhesive, engineers have de- 


veloped a new lightweight con- 
struction material that not only 
saves steel but has exceptional 
strength and insulating effective- 
ness. A four-inch thick panel is 
said to have the insulating quali- 
ties of a two-foot-thick masonry 
wall. The new structural mate 
rial, known as Cyclecore, is pro- 
duced by sandwiching a_honey- 
comb -shaped impregnated paper 
“filling” between sheets of metal, 
wood, plastic, or asbestos cement. 
The filler and “skins” are perma- 
nently bonded by an adhesive. Cur- 
rent commercial production of Cy- 
clecore panels is principally for 
interior building partitions and for 
such commercial work surfaces as 
desk tops. The interior panels are 
durable, mar-resistant and more 
sound-proof than traditional ma- 
sonry walls. Chrysler also dis- 
closed that extensive field tests and 
installations have demonstrated 
Cyclecore’s advantages in numer- 
ous exterior construction uses. 
Write Chrysler Corporation, Dept. 
AL, Detroit 31, Mich. 


bit 3 he » 





Krane Kar Trailer Transport 


Silent Hoist & Crane Co., pioneer 
manufacturer of the self-propel! led, 
rubber tired Krane Kar mobile 
Swing-Boom Crane, has now broad- 
ened the usefulness of this mate 
rials handling equipment with ‘he 
development of the Krane kar 
Trailer Transport. The mobile crane 
has been integrally linked with 4 
trailer. The dual-purpose equip- 
ment therefore provides a Mobile 
Crane for lifting, stacking, spot- 
ting and loading applications; and 
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Both in cost of purchase and in cost of laying, Dargan 
end matched pine flooring is economical. 


Manufactured in lengths of two to seven feet, it is 
offered at substantially lower prices, grade for grade, 
than plain end standard lengths. 

And because it fits so perfectly, it can be laid at 
lower cost and with less waste to make handsome, 
serviceable and thoroughly satisfactory floors. 


Quotations gladly furnished. Write Box 406C. 


eycomb DARGAN LUMBER MFG. CO. 
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IMMEDIATE SHIPMENT FROM 
“THE LUMBER WAREHOUSE OF THE MIDWEST” 


Hardwoods 


Softwoods 


Solid Interior 
Paneling 


Millwork 


THE MOST COMPLETE 
SERVICE OFFERED FOR 
THE BUILDING TRADE 


1. Complete line of K. D. Hardwoods. 


2. Over 20 beautiful solid lumber panelings in 
stock. 


3. Softwoods—Red Cypress, Sitka Spruce, Doug- 
las Fir, Redwood. 
Send for complete stock list 


THE VENEER LUMBER 
& PLYWOOD CO. 


Archer and Throop Streets 
Chicago 8, Ill. 
Phone: CAlumet 5-5674 
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A FAST 
"ONE-TWO" FOR 
BIGGER SALES! 








Follow-through 





with SISALKRAFT 


everytime you sell one or more 
bags of cement. 





IT’S a natural selling combination because 
SISALKRAFT CANNOT be matched for: 


(1) Covering the fill before pouring 
concrete; 


(2) Covering the newly poured con- 
crete to protect and cure it 
properly. 

And, remember, SISALKRAFT is a 
profit-building combination sale with 
many other building products. It's 
tough, waterproof, and windproof... 
with all the features and quality that 
make it easy to sell and satisfy your 
customers, 


SISALKRAFT 
Is Nationally Advertised 
to help you sell 








For complete kit of samples, 
display materials, and selling 
aids free of charge... 

write Dept. AL-7 


THE SISALKRAFT CO. 


205 W. Wacker Drive, Chicago 6, Illinois 
New York 17, N.Y. © San Francisco 5, Cal 
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a Transporter for carrying and de- 
livering bulky, heavy or large quan- 
tities of varied materials in yard 
or shops. Of special importance is 
the fact that the mobile crane, for 
the very first time, provides dual 
seats and dual operator controls, so 
that the unit may be operated in 
congested areas or narrow aisles 
without turning the machine 
around. Operator simply performs 
his chores from one seat; then sim- 
ply shifts over to the opposite seat, 
and travels to destination. For de- 
scriptive Bulletin No. 80, write 
Silent Hoist & Crane Co., Ine, 


Dept. AL, 860 63rd St., Brooklyn 
20, N. Y. 






Better-Bilt Doors 


Better-Bilt Sectional Over-Head 
Doors are available in 36. stock 
sizes. Delivery of the most popular 
sizes is made from factory ware- 
houses strategically located from 
coast-to-coast. The doors’ are 
shipped complete with all hardware 
and simplified installation instruc- 
tions. Better-Bilt Electric Opera- 
tors and Radio Controls are also 
available. For descriptive literature 
write Better-Rilt Door Co., Dept. 
AL, Egg Harbor City 2, N. J. 


Zs SHINGLES 
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A New Shadow Blend 


Shasta Snow, a new Shadow 
Blend designed to completely satisfy 
requirements of contemporary ar- 
chitecture, has been added to the 
existing line of Fire-Chex asbestos 
plastic shingles. This new roofing 


color has been created by the use 
of ceramic mineral granules in. soft 
pastels of green and gray, frosted 
with brilliant white. An appear. 
ance of extra depth and thickness 
is made possible by the exclusive 
Shadow Blend process of blencing 
the granules and deeply embedding 
them in the thick asbestos-plastic 
coating. Shasta Snow Fire-Chex 
shingles possess excellent heat re 
flective characteristics and unlim- 
ited design versatility. They are 
particularly adaptable to ranch 
style and modern or contemporary 
homes. Fire-Chex shingles are the 
only shingles of any kind without 
asbestos underlayment rated Class 
A for fire protection by Underwrit- 
ers’ Laboratories, Inc. Write the 
Philip Carey Mfg. Company, Dept. 
AL, Lockland, Cincinnati 15, Ohio. 


Machine Has Rotating Handle 


A new “Swing-Around” handle, 
combined with a Safety-Grip type 
of operating lever, is a new feature 
in the improved line of 14”, 16” 


and 19’ American DeLuxe Floor 
Maintenance Machines. Simplified 
design of the new handle employs 
fewer parts and makes the machine 
easier to operate in two ways: (1) 
the handle can be rotated so thai 
the built-in trailing wire can be 
on either side the operator chooses; 
and (2) by having the receiving 
unit for the cord built in the 
handle the wire is kept free from 
the operator and machine path. 
Also, the new plug receiving unit 
is designed with a steel strain re- 
liever which lowers maintenance 
costs by reducing cord and piug 
breakage. Either a light or heavy 
duty cord can be plugged into this 
unit. A single “Safety-Grip” switch 
operating lever reduces hand _ fa- 
tigue and can be easily controlled. 
This switch provides positive off- 
on action when operator grips it, 
and prevents machine from stzrt- 
ing accidentally when plugged in. 
Also, it stops automatically if oper- 
ator loses control of machine. Write 
The American Floor Surfacing Ma- 
chine Co., Dept. AL, 521 S. Chur 
St., Toledo 3, Ohio. 
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. The lumberman’s lumber, Ozan Soft Pine 
Sawing —strictly up to grade, nice and bright, 
Wood clean, well-manufactured, loaded in per- 
Since fect condition. For complete satisfaction, 
1891 make your next car Ozan Arkansas Soft 


Pine. 


Prescott, Arkansas 





OZAN LUMBER CO. 
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Get in on the swing fo: 


CLEAN, 


easy-to-handle, 
profitable 


American Senti 
& Treating Co. 


1673 Mc Cormick Blidg., Chicago 4, Ill. 


U for details 


about the sales stimulat- 
ing Merchandising Plan 
for selling Wolmanized 


Pressure- Branch Offices in Boston, New York, Baltimore, 
Treated Jacksonville, Fla., Little Rock, Ark., Los Angeles, 
Lumber. 


San Francisco and Portland, Ore. 


Wolmanized is a registered trademark of 
American Lumber & Treating Co. 
























(WHY carry the all-aluminum. 
VAN NESS LOUVRE WINDOW? 


The Louvre Window trend is sweeping ‘the | 
nation. The sales curve goes higher each 

| week! NOW IS THE TIME to become an 
authorized dealer in your area. Already alert 
dealers are building a big volume in this new | 
business. Van Ness Louvre Windows are — 
used in new construction, in remodeling old 
homes, in making “extra” rooms by enclos- 
ing porches, etc. Owners, contractors, and 
architects alike, praise their beauty, new 
controlled ventilation, and their many life- 
=r time features. PRICED RIGHT TO SELL, with 
> plenty of PROFIT for the dealer! Get com- 

- plete details...literature, on the time-proved, 
all-aluminum, stainless steel weatherstripped 
Van Ness Louvre Window! 
































Van Ness Louvre Co., Sun Valley (L.A. County), Calif. 
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annular-threaded 
linoleum underlay 
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To make your linoleum underlays hold 
tightly and lie flat permanently, secure 
them with Hassall annular-threaded 
linoleum underlay drive screws. They 
are cement-coated for maximum grip- 
ping power. Heads are flat countersunk 
type. Size: 1%” x #3 gauge. State 
quantity when writing for prices to: 


JOHN HASSALL, INC. fT 
tad 


152 Clay Street 
Brooklyn 22, N. Y. : 
Established 1850 Ldceeacun 











Remodel Easier ... Faster! 
with an EZ-WAY Folding Stairway 


Remodel! . . . Modernize! Install an 
EZ-WAY Folding Stairway to turn 
waste attic space into useful room for 
storage, den or bedroom. At nominal 
cost! See your dealer or write for 
name of nearest distributor. 


BOX 300-3 * ST. PAUL PARK, MINN. 
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"Gli-Dor" 

This newly designed sliding-door 
medicine cabinet is now being pre- 
sented to builders and architects 
by Atkins Wood Products Corpor- 
ation, manufacturers of kitchen 
cabinets. The “Gli-Dor” offers 
amazing space for medicines and 
supplies. Doors are full mirrors, 
and the cabinet itself has a life- 
time laminated plastic finish which 
virtually guarantees against rust 
or stains. Doors are on noiseless, 
easy-to-slide roller bearings, and 
the heavy bulb-edge shelves are 
fully adjustable to create whatever 
height is needed. A center divider 
permits use by two people at the 
same time. Created by Atkins to 
supplement its line of vanities, the 
“Gli-Dor” is manufactured in two 
sizes, one offering 12 lineal feet of 
shelf space, and the smaller, 8 
lineal feet. The economical, “Gli- 
Dor” Sliding Door Medicines are 
ideal for the modern bathroom. 
Jobber and distributorships are at 
present being organized. For liter- 
ature and prices, write Atkins 
Wood Products Corporation, Dept. 
~ 101st St., Ozone Park, 


axee 


New Birch Trimmed Doors 
Hiawatha Decorator exterior 
birch-trimmed doors for modern 
and traditional homes are the lat- 
est addition to the Mohawk Flush 
Door line, according to an an- 
nouncement by Howard Kratzer, 
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company general manager. Seven 
designs are offered in the line. Se- 
lected birch moldings are perma- 
nently welded to seven-ply exterior 
birch flush doors at the factory. 
They are available in solid or hollow 
core construction. Mohawk also fea- 
tures 12 new distinctive lite open- 
ing designs in its exterior door 
line. The latest manufacturing and 
gluing processes used by Mohawk 
are said to assure dependable warp- 
free service in all climates. A new 
brochure showing illustrations and 
details is available. Write Mohawk 
Flush Doors, Inc., Dept. AL, 3383 
Hammond Ave., Elkhart, Ind. 





Readybuilt Fireplace 


Hundreds of dealers report that 
when these Readybuilt Fireplaces 
are displayed, they win customers 
fast. Illustrated is the Readybuilt 
Fireplace Model 360, in rich red 
brick and quarry stone style. Ready- 
built Fireplaces are furnished com- 
plete, ready to be installed in one 
hour’s time of a handyman, with 
no cutting of walls, floors, or ceil- 
ing. The units can be used effec- 
tively for atmosphere, and for 
auxiliary heat with gas or elec- 
tricity. They can also increase the 
sales potential of a home far be- 
yond the modest cost of the fire- 
place itself. Readybuilt Fireplaces 
are available in a large variety of 
models in brick, stone, or wood. 
There is a Readybuilt Fireplace to 
suit any individual taste, or com- 
plement the decor of any type 
home. For catalog write Readybuilt 
Products Co., Dept. AL, 1705 Mc- 
Henry St., Baltimore 23, Md. 


New Certain-teed Label 


Weather-Shield Gypsum Sheath. 
ing is now being branded with «4 
new and colorful label. In yellow 
and black it provides a highly 
visible color combination, points uy 
two product advantages—fireprooi 
and water-repellent—in addition tc 
providing product identification. 

“Our decision to label our Weath- 
er-Shield Gypsum Sheathing is 
keyed to dealer and builder demand 
for and acceptance of branded mer- 
chandise,” stated Malcolm Meyer, 
Certain-teed’s general sales mana- 
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THE ECONOMICAL 
ANSWER 


TO BUILDERS’ 
WINDOW PROBLEMS 






Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 
construction. 


— 


With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
for weight boxes or special type-balances. In- 
stallation is quick. On-the-job carpentry work a 
minimum. Thus labor costs are low. Offer pre- 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stock 
frames in your own shop. 


THE BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against. imperfect workmanship 
or materials for the lifetime of the building in 
which they are installed. 





WRITE FOR LITERATURE 








What’ll it be? 


\w 
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STA-DRI MINERAL COATINGS and STA-DRI Sili- 
cone CLEAR-COAT keep water out and beautify 
masonry walls. j 


STA-DRI moved fast to an unparalleled record of success in the 
masonry waterproofing field. And STA-DRI products are moving fast 
off dealers’ shelves to thousands of satisfied users daily. These 
SATISFIED customers are the answer to STA-DRI’s success. People 
everywhere are spreading the word that STA-DRI products do what 
it’s claimed they'll do. Supplied in sparkling white and a variety of 
decorator colors (at no extra cost), Blue Label Brand STA-DRI is 
capable of holding a wall of water nine feet high without leakage 
even if applied inside a b nt. STA-DRI CLEAR-COAT dries out 
invisible, requires only one application and does not change the 
color or texture of masonry. So, what'll it be? An ordinary masonry 
paint that brings customers back to complain or tested, dependable 
STA-DRI that brings customers back for more? STA-DRI dealers 


sell with confidence. 
The American STA-DRI Co., Brentwood, Md. 











Trade Mark 


prereree "I 
eS 





SUSANVILLE 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


SN Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 





CALIFORNIA 

















Pat. wo. 
eee029 
£28 PEND. 


=\UTTY om 














THE NEW 
© DOOR AND FRAME 
«3 PACKAGED UNIT 


Stop puttering with putty—READY HUNG 
DOORS eliminate putty putting labor. READY HUNG DOOR CORP., DEPT. 8 


‘FORT WORTH 2, TEXAS 


Bui_pInGc Propucts MERCHANDISER 








PROFITS for YOU! 


English Type 
RAIL and HURDLE 


| FE NCE 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally Aameeadl 


PENTA PRESERVATIVE 
WRITE FOR CATALOG AND PRICES 












YOU SELL FENCE 
We Carry Inventory 


Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 
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ger. “Dealers have found branded 
building materials easier to mer- 
chandise and easier to sell, pre- 


ferred by builders because they 
are sure of getting what they ask 
for.” Mr. Meyer also pointed out 
that the labeled Weather-Shield 
Sheathing on homes under con- 
struction would get the attention 
and stimulate the interest of pros- 
pective home builders and buyers. 
The newly labeled Weather-Shield 


Sheathing will be available from 
all of Certain-teed’s gypsum board 
plants. Write Certain-teed Products 
Corporation. Dept. AL, 120 E. Lan- 
Ave., Ardmore, Pa. 


caster 





NuTone Fan Displays 

A four-color floor-type display 
featuring five operating fans, is one 
of two new dealer aids offered by 


NuTone, Inc. The other display, 
featuring a single fan in operation, 
is a compact wall unit designed for 
limited sales space. Five different 
ventilating fans can be demon- 
strated at the same time with the 
floor type unit. Switches for oper- 
ating the fans are mounted on the 
face of the display, and sales copy 
beneath the fans describe their im- 
portant features. A convenient 
rack on the face of the display in- 
vites prospects to take sales litera- 
ture. The floor type display is 69 
inches high, 34 inches wide and 10 
inches deep. It includes four ven- 
tilating fans mounted and wired at 
the factory. A fifth ventilating fan 
with a three speed switch can be 
attached to the top of the display. 
The display housing the fifth fan 
is 13-inches high. The wall display 
permits demonstration of a single 
fan as it would be in a home. Both 
displays are free, and the fans 
mounted are billed at regular dealer 
prices. Write NuTone, Inc., Dept. 
AL-4, Cincinnati 27, Ohio. 


Thermo-Sash 


Thermo-Sash the first-insulated 
alumium window frame built to 
match double-paned insulating 
glass, was shown at the Waldorf- 
Astoria in the builders’ exhibit of 





Selected Lumber 


trom Selected Mills! 


OREN GON SEPANG IEG 


LO M3 RX CO. 


American Bank Bldg., Portland 5, Oregon 


Phone AT 7245...Teletype PD 131 
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work of 8 to 10 men. 








the American Institute ot Archi- 
tects. The manufacturer has been 
testing the product for three years 
in custom-built installations in sev- 
eral northern states, and has proof 
that the new aluminum alloy con- 
struction eliminates condensation 
and frost on the interior metal 
surfaces at normal room tempera- 
tures and humidity even when out- 
side temperatures drop below 20° 
below zero, The company is now 
ready to offer it for all modern 
windows ranging from the big 
floor-to-ceiling window wall to the 
smaller combinations of windows 
suitable for Colonial type architec- 
ture. The new sash is said to match 
in insulating qualities the per- 
formance of the glass and the con- 
ventional brick or frame wall so as 
to add to the savings in heat in 
winter and lower the costs of air 
conditioning in summer. Beauty of 
home design and strength are com- 
bined in the new satin-smooth alu- 
mium sash. A maximum of visibili- 
ty is built into this metal sash 
without lessening its decorative ap- 
peal. Thermo-Sash is available for 


the new type of panel windows 
with or.without vents. It may be 


had as a packaged, pre-assembled 
unit ready for installation in re- 
modeling projects. All necessary 
fittings and hardware are included. 
Write Kesko Products, Inc., Dept. 
AL, Bristol, Ind. 








OTHERS PEND 


THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 


Eliminate your worst headache. One man 
installing READY HUNG DOORS does the READY HUNG DOOR CORP., DEPT 8B 


FORT WORTH 2, TEXAS 








THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 
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McCloud Lumber Co. 
Executive Office sien 
irst National-Soo Line Bul 
- Firinneapolls 2, Minnes 
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: en Lumber Co. 
Calif. 
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Quality | 
WESTERN 
SOFTWOODS 











Best of SERVICE 


in West Coast 
“\ Woods 








Rogue Lumber Sales Co. 


P. ©. BOX 707, MEDFORD, OREGON 
Phone: Central Point, Oregon 1091 


Exclusive Sales Agents for 


Southern Oregon Planing Mill Co., Inc. 
Jackson Creek Lumber Company, Inc. 


Reputable Sales Representatives Throughout the Nation 


H. G. Dowson A. W. Lingaas 














BuILpING Propucts MERCHANDISER 








YOU’LL SELL THEM EVERY TIME... 


WHEN YOU 
RECOMMEND 


PROTECTO 


Combination 


SASH BALANCE & 
WEATHERSTRIP 
The modern sash _ bal- 


ance. Low in cost — 
Easy to install. 





Now — in one unit — the Protecto Combination 
offers the advantages of an ideal sash balance 
and weatherstrip assembly. Sturdy streamlined 
construction of aluminum. All materials and con- 
struction are superior quality. 


PROTECTO WEATHERSTRIP CAN BE USED 
SEPARATELY WITH OTHER BALANCES 


Write today for Catalog and Samples 
WEATHERSTRIP 


PROTERX. iin co 


4500 South Western Ave. 
CHICAGO 9, ILLINOIS 














It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 





Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 
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NAMES IN THE NEWS 








United Products Co. Now Ships Direct 


The United Products Company, 
Milwaukee, Wis., large manufacturer 
of wood overhead garage doors and 
hardware, recently announced it will 
ship directly to dealers only. 

As a result of this latest move, 
dealers can now order United’s wood 
sectional doors with or without hard- 
ware direct from the manufacturer. 
This unusual leeway means that cus- 
tomers can get exactly what they 


want, without buying undesired items. 


United officials believe considerable 
dealer savings in time and money 
will result from the change—and that 
United’s policy of selling door com- 
ponents separately, should be of great 
benefit to the purchaser. 

Officers of the United Products Com- 
pany are E. B. Simmons, president; 
F. B. Kalister, vice-president; and 
C. O. Cony, sales manager. 








Close-up of North- 
west Room, used 
for company con- 
ferences. Mural is 
an oldtime map of 
the northwest 
country. This 
room adjoins of- 
fice of the senior 
vice-president. 
The two are sep- 
arated by a Viny- 
lite roll-away par- 
tition. 


Building Constructed of Company's Own Product 


Recently completed in Olympia, 
Wash., is the all-plywood office build- 
ing of the Georgia-Pacific Plywood 
Company. It was built almost entirely 
of the company’s product and besides 
its usefulness in housing the execu- 
tive office, it also demonstrates the 
beauty resulting from the use of 
this material externally as well as 
internally, in all types of construc- 
tion. 

Some 119,,321 square feet of ply- 
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wood was used in its construction, and 
this includes floors, roof, exterior 
sheathing and finish, and _ interior 
ceilings, backing and finish, as well 
as such items as venetian blinds and 
waste-baskets. 

The outside of the building is paint- 
ed a soft green with white trim and 
the main entrance is a brilliant red. 
For amounts of plywood used, write 
Georgia-Pacific lywood Company, 
Olympia, Wash. 


American Structural Products 
Changes Name to Kimble Glass 


Owens-Illinois Glass Co. announced 
that its subsidiary, American Struc- 
tural Products Co., has changed its 
name to Kimble Glass Co. and on 
June 1 acquired the business and 
assets of the Kimble Glass Division. 

Net assets of the subsidiary will 
then total more than $20,000,000. 

The Kimble Division produces glass 
tubing and rod, scientific laboratory 
glassware and container specialties at 
plants in Vineland, N. J., Chicago 
Heights, Ill., Warsaw, Ind. and 
Toledo, Ohio. 

American Structural Products Co. 
has been a leading manufacturer of 
light directing glass block for indus- 
trial school, commercial, residential 
and other buildings. 

Stanley J. McGiveran, vice-presi- 
dent of Owens-Illinois, who is pres- 
ently general manager of Kimble 
Glass Division and President of 
American Structural Products Co. 
will be president of the subsidiary. 

American Structural Products Co. 
was organized as a subsidiary of 
Owens-Illinois in 1947. 





Open Brown-Graves Warehouse 


Brown-Graves Co. officials arriving 
aboard company’s Beechcraft to open 
the Dayton, Ohio, Bee Gee Window 
warehouse are, left to right: Lee 
Balestra, company pilot; Harold E. 
Graves, president; H. E. Graves, Jr., 
vice-president; Robert Bennington, 
general manager of Bee Gee Window 
Division. 


Kawneer Design Awards 


Awards in the 1951-1952 Beaux- 
Arts Institute of Design Competition, 
sponsored by the Kawneer Company, 
Niles, Mich., have been announced by 
Lawrence J. Plym, president of the 
company. 

The national contest is open to all 
undergraduates from schools of archi- 
tecture who are members of the 
Beaux-Arts Institute. The choice of 
problem and the selection of judges 
was made by the Institute. This year 
the students were required to design 
a television salesroom. The jury 
stated that the important elements in 
the solution were the attention given 
to the display methods, the accoustical 
treatment, and the lighting scheme. 
B. F. Romanowitz of Princeton Uni- 
versity is the first prize winner. 

The jury selected by the Beaux-Arts 
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Facilities to Serve You e HURTSBOROD 














DRY KILNS—20 Tracks of Latest Moore De- LUMBER COMPANY 
sign. Capacity 1 million feet per 
charge. MANUFACTURERS 

DRY SHEDS—Ample Storage Adjacent to Car- Short Leaf Pine 
line Means Dry Lumber for you. AND 

DRY LOADING DOCK—Can Load 19 Cars Hardwood Lumber 
Under Roof. Assures you quick = Boards Our Sueci. 
Shipment Regardless of Weather. i marc ponies Specially 







AND RESAW PINE AND HARDWOOD 








THERE IS NEVER A LET DOWN ; hain sa i 
IN OUR QUALITY- BORO, ALABAME > 


PRECISION MANUFACTURE y) vital 
) —, The HURTSBORM 
bof NE 
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The Ralph L. 


MITH 


Lumber Company 








Manufacturers of 
HIGH GRADE END MATCHED 


OAK FLOORING 


in 25/32in. 1/2in. 
Moulding Pine Finish @ We are in a position to Ship Oak 

Flooring and Air Dried Yellow Pine Boards 
in the Same Car 











Mills at Anderson & Canby, California 
Sales Office: Anderson, California 














Plant at HURTSBORO, ALABAMA * Phone 129 
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LUMBER CO. WHOLE 
5601 Elston Ave. 6515 Page St. 1 SHIPM 


CHICAGO 30, ILL. ST. LOUIS 14, MO. 


pilllie: conse ty eas _ SOUTHERN LUMBER 
Distributing Yards in AND ALLIED dap 


Chicago and St. Louis =. 




















For The TIMES AHEAD .... 


Money Invested In A WESTON] Is Insurance of ENDURANCE 





A rugged, dependable, fast machine of more than a thousand uses 
Compound Mitering - Cross Cutting - Rabbeting - Dadoing - Ripping - Shaping 
Fluting - Ploughing and many more operations are possible using this versatile 
machine. Write for further details. Immediate Delivery on 2 to 7! HP 

A STURDY SAW MADE TO MAKE MONEY FOR YOU 


witson SAW THEDIA MACHINE WORKS, INC. 


Est. 1922 632 Park Ave., Media, Pennsylvania, U.S.A. 




















Institute consisted of over 50 archi- 
tects from the Dallas-Fort Worth 
area. In making the awards the jury 
was impressed by the interesting and 
flexible designs offered by the 108 
participants. Second prize went to 
H. Visnapuu of Western Reserve Uni- 
versity; third prize to P. C. Williams, 
Oklahoma A & M College; fourth 
prize to G. A. Vander Sluis, Western 
Reserve. 





Special Preview 


J. Thomas Schneider, (right), as- 
sistant secretary of commerce in 
charge of International Affairs, stud- 
ies operations of the well known 
DeWalt radial arm-saw as described 
by Paul Gardner, president of DeWalt 
Inc., subsidiary of American Machine 
and Foundry Company. Occasion was 
special preview at Shoreham Hotel, 
Washington, of new developments in 
DeWalt’s metal cutting and wood- 
working machinery to speed up pro- 
duction of military equipment and 
reconstruction of factories and homes 
overseas. Approximately 200 repre- 
sentatives of foreign purchasing com- 
missions, embassy military attaches 
and U. S. government officials at- 
tended the function sponsored by the 
International Division of American 
Machine and Foundry Company. 





ww 


SEATED L. TO R. are Walton Ons- 
low, National Home Week director, 
M. L. Ondo, manager of builder sales, 
and J. W. Purvis, manager of dealer 
sales. Looking on are W. H. Powell, 
assistant to Ondo, and Dom Sarro, 
of the Youngstown Kitchens’ advertis- 
ing and promotion department. 


Plan National Home 
Week Advertising 


Home builders who show Exhibit 
Homes during National Home Week 
next September will benefit from the 
advertising support that Youngstown 
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Kitchens and its wholesale distribu- 
tors will give to the nation-wide 
program. 

M. L. Ondo, manager of builder 
sales for Youngstown Kitchens, has 
announced that the firm’s entire Sep- 
tember national advertising schedule 
will be devoted to publicizing National 
Home Week. 

Designed to stimulate interest in 
local builders’ exhibit homes, the cam- 
paign will be spearheaded by a double- 
page, four-color ad in the September 
6 issue of the Saturday Evening Post. 

An estimated 25,000,000 persons 
will see the ads which are to appear 
in Woman’s Home Companion, Better 
Homes and Gardens, Living For 
Young Homemakers, Farm and 
Ranch, Southern Agriculturist, Chris- 
tian Herald, and Sunset, in addition 
to the Saturday Evening Post. 

The Youngstown Kitchens firm is 
also running ads in trade publications 
to spur builder interest in National 
Home Week called the builder’s big- 
gest merchandising event. 


Surplus of Low Grade Timber 
in Southern Illinois 


Because forest resources of Southern 
Illinois are not being used to best ad- 
vantage, Southern Illinois University, 
in collaboration with the Carbondale 
office of the Central States Forest Ex- 
periment station, is issuing a directory 
of buyers of lumber and other semi- 
processed forest products. Now ready 
for distribution by the SIU agricul- 
ture department, the directory his 
been compiled to help sawmill opera- 
tors in Southern Illinois find better 
markets within accessible shipping 
distance from the area, covering Ilii- 
nois and parts of Kentucky, Indiana, 
and Missouri. 

The publication supplements an 
earlier booklet, “Marketing the Farm 
Forest Products of Southern Illinois,” 
issued by the two agencies. It dealt 
with the forest resources of the area, 
the products available, and the need 
for better markets for the surplus of 
low grade timber. Write Southern 
Illinois University, Carbondale, Il. 
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INDUSTRY LEADERS at the American Wood Window Institute’s June meeting 


included, 1, r: 


M. C. Davidson, treasurer, AWWI; F. E. Bissell, president Pon- 


derosa Pine Woodwork; F. R. Weddington, past president AWWI: H. C. Gorbet. 
president AWWI; Adolph Pfund, secretary Woodwork Jobbers Service Bureau: 
O. C. Lance, secretary-manager, National Woodwork Manufacturers Assn.: D. G. 
Pilkington, secretary Ponderosa Pine Woodwork, and Barney Gallagher, secretary- 
treasurer, Southern Sash and Door Jobbers Assn. 


American Wood Window Expands Quality Seal Program 


Expansion of the American Wood 
Window Institute’s quality seal pro- 
gram on a national scale was con- 
firmed by members at the 3rd annual 
meeting of the association June 17, 
at Memphis, Tenn. Designation of 
the American Wood Institute Inc., as 
the Wood Window Unit Seal of Ap- 
proval organization for the stock 
woodwork industry was approved by 
National Woodwork Manufacturers 
Assn., Woodwork Jobbers Service Bu- 
reau, Ponderosa Pine Woodwork, and 
the Southern Sash and Door Jobbers 
Assn. 

The action was taken after an ex- 
ploratory conference attended by com- 
mittees from these organizations 
which was held in April at St. Louis. 
The American Wood Window Institute 
believes that this is the first unified 
effort on the part of most of the stock 
millwork industry to stand coopera- 
tively behind a strong merchandising 
program stressing quality wood win- 
dow units. 

The AWWI quality seal will identify 


wood units built to a high quality 
conforming to the AWWI minimum 
specifications. Each manufacturer will 
be required to submit a prototype for 
laboratory testing before the unit 
may bear the AWWI seal. In this 
way the public and all factors in the 
building trades will be able to recog- 
nize quality ‘windows. 

A strong advertising and merchan- 
dising program financed by both job- 
bers and manufacturers will back the 
new AWWI Seal plan. The program 
eventually will reach national propor- 
tions but for the present, it will be 
activated market by market. The 
midwest will be the first region to 
receive the complete program. 

The newly elected officers for 1952- 
53 are: H. C. Gorbet, Huttig Sash & 
Door Co., Memphis, president; W. A. 
Compton, Allen Millwork Mfg. Co., 
Shreveport, vice-president; M. C. 
Davidson, Houston Sash & Door Co., 
Houston, treasurer; Erle Racey, Dal- 
las, secretary-manager. 
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For Better Value, Feature 
GABRIEL 
BASEMENT WINDOWS 


The quality and convenience of Gabriel Basement 
Windows, their easy operation, their top and bottom 
opening features and exclusive side-arm locking detail 
assure satisfied customers and greater profits for you. 
Available in 2-light sash of modular dimension. 


National Sales Representatives: HARRIS; Inc. 
200 E. Long St., Columbus 15, Ohio ~ 


eA So Ht FL A a COM PAR Y 
43700 Sherwood, Detro/t /2; Mich. 








TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 

















UNIT PACKAGED FLOORING 


Quality Appalachian 
Hardwood Flooring — 
Oak, Hard Maple, Beech 





Van Service to Midwest 
and Middle Atlantic 
States 


Quality Hardwood Flooring from Wells—steel strapped in unit pack- 
ages to facilitate unloading, warehousing and handling. Also available 
in mixed cars with Southern Yellow Pine—or Van loads to include Oak 
treads, risers, thresholds and trim. Appalachian hardwood paneling 
to order. 


It pays to standardize with ''Wells Brand.'' Place your order today. 


J. W. WELLS LUMBER CO. 


Harriman, Tenn. 
Sales Office and Plant 


Montgomery, Ala. 
Sales Office 











“In the Heart of 
The Deep South’ 






















Pat. wo. * 
2489029 
OTHERS PEND. 


7 THE NEW 
LS "@ DOOR AND FRAME 
™_ . ~)s PACKAGED UNIT 


a intowe ay to pear ad wasted time and 
profit. Eliminate lost hardware with READY peapy HUNG DOOR CORP., DEPT B 
HUNG DOORS. FORT WORTH 2, TEXAS 








D. M. McCuintock LuMBER Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 


Telephone: Atwater 9355 


Douglas Fir @ Red Cedar a 
Sitka Spruce & Hemlock Lumber & 
Shingles 


Exclusive Mill Agents 











GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
= advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
|! and 2 column sizes. Also 
350 tie-in copy suggestions. 
Write today for information 
on EXCLUSIVE for your city. 


LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 
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JOBBERS ATTENDING the 17th annual meeting of the Southern Sash and Door 


Association at the Peabody Hotel, Memphis, Tenn. 





Mg 4 ae ie 


JAMES M. GREEN, left, was elected 
vice-president and Barney Gallagher, 
right, was re-elected secretary-treas- 
urer of the Southern Sash and Door 
Association. 


Southern Sash and Door Meeting 


A new attendance record was set at 
the 17th annual membership meeting 
of the Southern Sash and Door Job- 
bers Association, June 15, 16, 17, at 
Peabody Hotel, Memphis, Tenn. 

W. Horace Woods, George C. 
Vaughan & Sons, Houston, Tex., was 
elected the new president. James M. 
Green, Palmetto Sash and Door Co., 
was elected vice-president. Barney 
Gallagher was re-elected treasurer. 

Newly elected to the board of di- 








é : : 


W. HORACE WOODS, 
president. 


rectors are J. B. Carney, W. A. Comp- 
ton, Coleman Dever, J. R. Druhan, 
Marty Dyke, Ben L. Johnston, Mau- 
rice Long, W. F. Monsarrat, A. C. 
Neff, R. C. Slack, and David P. Steves. 

Barney Gallagher, secretary-treas- 
urer, announced during the meeting 
that the association had added 18 
new members and that the trade 
group now represented 140 millwork 
jobbers in a 19-state area. 





Modernized No. 2 Insulite Machine 


Here’s a gen- 
eral view of Man- 
do’s recently mod- 
ernized No. 2 In- 
sulite machine at 
International 
Falls, Minn. With 
the modernization 
of No. 2, Insul- 
ite’s daily output 
is 1,274,000 sq. 
ft., or enough to 
sheath 900 aver- 
age-sized homes. 





July 





Shingle Industry of British 
Columbia Elects Officers 


At the annual meeting of Consoii- 
dated Red Cedar Shingle Association 
of British Columbia the following 
directors were elected: H. V. Whit- 
tall, J. MacKenzie, W. Brownlee, 
S. Douglas, R. B. Horton, D. Johns- 
ton, W. H Johnston, G. W. Lobo, 
W. K. McCarter, W. H. McLallen, 
J. E. McNair, Chas. Plant, W. J. 
Pullin, C. G. Watson, H. Yewdale. 

The secretary-manager gave a 
report of the activities of the Shing!e 
Industry stressing field activities in 
Canada in trade promotion work on 
Red Cedar Shingles. He also re- 
ported that the membership of this 
society comprised approximately 40 
per cent of the shingle production 
in British Columbia. 

At a meeting of directors follow- 
ing the annual meeting H. V. Whit- 
tall and A. MacKenzie were 
elected president and vice-president 
respectively. Gordon S. Raphael was 
reappointed secretary-manager. 


Donley, Executive Vice-Pres., 
Precision Plywood Co. 


Arthur Donley was recently named 
executive vice-president of the Preci- 
sion Plywood Co., Long Beach, Calif., 
warehouse for birch and fir plywood. 
Mr. Donley steps up to his new posi- 
tion from W. R. Braund Co., where 
he served as sales manager. W. R. 
Braund is president of this firm. 

Bob Brice continues as vice-presi- 
dent, a position he has held for the 
last two years. He was previously 
with Kit Mfg. Co., Long Beach, as 
purchasing agent. 

Robert Woods and R. Brady are 
salesmen for Precision Plywood which 
services all states west of the Rockies. 





NuTone Starts Third 
Wing Expansion 
Albert H. Winkler, vice-president, 
and J. Ralph Corbett, president, Nu- 
Tone, Inc., chat with Gene Warm, of 
J. and E. Warm Company, building 
contractors, at the start of excavation 
of NuTone’s new 30,000 square foot 
addition to its main Cincinnati plant. 
This will be the third wing to te 
modern one floor plant. Original 
plans called for an addition of 20,000 
square feet but the final plan is for 
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BRAWN 


The load on the man in- 
Stead of the truck. Extra 
handling, lower efficiency, 
soaring labor costs, 





















Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame, It lifts up to 1,200 Ibs, 
with tinger tip control, 








BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion. Palletized materials 
@re moved in one easy 


operation. Write Twin-Tilt for literature 
describing-in detail how you can 


save labor costs whatever the 






size of your operation. 


TWIN-TILT TRUCK CO. 


DEPT. AL, P. O. BOX 11 


ST. BERNARD, CINCINNATI 17, O. 





Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 











| IMMEDIATE SHIPMENT 
| Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 





KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 











RuILDINé Propucts MERCHANDISER 








GREENLEE CHISELS 


Now FlaticSealed 


ff 
Wf 


] YY 














- +. protects your stock, 
brings full value to the user 


Yes, that fine finish on GREENLEE Chisels 
has constant protection... because 
GREENLEE Chisels are Plastic-Sealed 
with a heavy protective coating over 
the entire blade. That means they are 
shielded from shipping and han- 
dling damage, seashore and other 
humid conditions... keeps your 
chisel inventory in perfect shape at 
all times ... gives your customers 
fine tools in the finest of condition! 


TOOLS FOR CRAFTSMEN 


<a 


FREE HAND TOOL QUICK REFERENCE FILE 


Write today ... get complete information on the GREENLEE 
line of chisels, bits, spiral screw drivers and other high quality 
tools. Greenlee Tool Co., 2267 Twelfth St., Rockford, Illinois. 





> ae 
( CURSES! FOILED AGAIN! 
WE CANT STEAL HIS 
PROFITS NOW THAT 
tne, HE'S USING —— 
READY HUNG DOORS! 


z 











DOE CONSTRUCTION . 





2429029 
O'THCeS PENO. 


THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 


Foil Profit Stealing variables with READY Reavy HUNG DOOR CORP., DEPT 8 
HUNG DOORS. FORT WORTH 2, TEXAS 








MAKE MORE 
FLOORING SALES 


RECOMMEND DIAMOND HARD 
2ND & 3RD GRADE MAPLE 


in the NEW 
$150 MILLION 


RECREATION BUILDING 
MARKET 



















FLOORING 


Show your customers savings of 10% to 30% on 2nd 
& 3rd Grade Maple Flooring. Let them see how 
surprisingly serviceable Diamond Hard can be. 


Not only will you increase your share of flooring 
jobs in this recently decontrolled area, but your 
customers will be money ahead. 


Write, wire or phone 


J. W. WELLS LUMBER CO. 


Menominee, Michigan 
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30,000 square feet. This will bring 
total plant space to 135,000 square 


feet. — —— oor 
Cost of the building is $150,000. nme ag WARE RoLLoR s 
oe aout Geer Guaaiees malig 2 "  Aeacegeat gene, A gteat name i 






for new factory equipment, making a 
total expenditure of $250,000. 











It is expected the building will be 
completed by September first. An 
additional 200 employes will be needed 
at that time, making a total of 650 
employes for the entire plant. Some 
100 employes are also located in an 
assembly plant and warehouse in Los 
Angeles and in branch offices through- 
out the country. 

The new expansion was made neces- 
sary by new Air Force contracts plus 
a large increase in sales of NuTone’s 
new line of ventilating fans and elec- 
tric ceiling heaters. 














Raymond Yates & Co.., 
Wholesale Western Lumber 


Effective June 1, Raymond Yates 
of Tacoma, Wash., severed his con- 
nections with the Pacific National 
Lumber Co. The Tacoma offices of 
that concern were moved to Seattle, 
where the address is: P. O. Box 36, 
University Station, Seattle 5, Wash. 

Mr. Yates, pioneer wholesale lum- 
berman, formerly of Chicago, has re- 
entered the lumber business under 
the former name: Raymond Yates & 
Co., Wholesale Western Lumber with 
offices in the Perkins Building, Ta- 
coma, Wash. 
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| HARDWARE 






Stanley Augments Missionary Program with Rollorama 


The new Stan- 
ley Hardware 
Display Coach 
augments the mis- 
sionary sales ef- 
fort of the origi- 
nal Rollorama. 
Staffed with fac- 
tory-trained per- 
sonnel, this new 
mobile showroom 
will carry over 
1500 hardware 
samples, mounted 
on 40 display 
panels, directly to 
the doors of re- 
tailers and whole- 
salers throughout 
the country. 
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 FLAVELLE GEDAR LIMITED 


Manufacturers of 


B. C. Red Cedar Siding 


and Shingles 
PORT MOODY, B. C., Canada 
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Dixie Brand Oak 
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W. R. Wrape Stave Company — Industrial Lumber Company 
Rock, Arkansas 


looring — Oak ‘Dimension Stair Treads 
Oak Trim and Moulding 
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Charles M. 
Lemperly 





Director of Public Relations, 
The Sherwin-Williams Company 


Charles M. Lemperly, who for the 
past nine years has been vice-presi- 
dent and director of sales for The 
Sherwin-Williams Company, Cleve- 
land, has been named director of pub- 
lic relations for the paint manufactur- 
ing firm. Long a vice-president of the 
organization, Mr. Lemperly will con- 
tinue to hold both that post and his 
directorship in the company. 

Announcement of the appointment 
was made by Arthur W. Steudel, 
Sherwin-Williams president. He re- 
vealed that the move was made be- 
cause Mr. Lemperly felt it advisable 
to ease up somewhat in his activi- 
ties. 

Mr. Lemperly joined Sherwin-Wil- 
liams 45 years ago as a junior clerk 
in the advertising department. In 
1914 he became advertising manage’, 
continuing in that post for almost 
30 years until he was named vice- 
president and director of sales in 
1948. Arthur H. Burt succeeds Mr: 
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IMMEDIATE 
DELIVERY! 


7 FAMOUS 
BESSLER 
Disappearing 
STAIRWAY 


The big problem in mod- 
ern housing is: more room 
at slight extra cost. Cash 
in on this need NOW, 
with the driginal and 
genuine Bessler Disappear- 
ing Stairway. Affords quick, 
easy access to upper 
areas; slides up into ceil- 
ing; takes up no space in 
room below. Hundreds of 
thousands sola in the last 
40 years. We can fill 
your requirements right 
now—get the steady extra 
profits that this high-utility 
product can asure you. 





FEATURES: 


1. Seven models 

2. A real stairway 
3. Operates from above 
and below 

Full width treads 
Full door width 

All steps equal height 
For old and new 
installations 


NOP > 


8. Safety-engineered 

9. The original disappear- WRITE FOR 
4 ee , . 

10. Tai 
—_« DETAILS! 


The Bessler Disappearing Stairway Co. 
1900 East Market Street, Akron 5, Ohio 
































mee in Oak Floor. 
ing. General wholesal- 
r—~ ers of all lumber items. 


Contact us on your 





1215 R. A. Long Bldg 
Kansas City 6, Mo 
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THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 





- e 31> days of running out on the job — 
With READY HUNG DOORS 4 days work READY HUNG DOOR CORP., DEPT. B 
ts done in 2 a day. FORT WORTH 2, TEXAS 


BurtpING Propucts MERCHANDISER 
























GIVE CONDENSATION 
THE AIR with 
“MIDGET —" 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 


Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, closets, storm sash, 
etc. Write for information. 


MIDGET LOUVER CO: 


6-8 WALL STREET © NORWALK, CONN, 





QUALITY 


PLANING 
PRICED FOR 


ROCK-BOTTOM 
INVESTMENT! 


This is the lowest-cost planer which 
in every sense may be termed a thor- 
oughly practical production machine. With 
a capacity of 24” x8”, there is no other screw bed 
planer which begins to compete with it for either quantity or 
quality of work, convenience of operation, easy maintenance 
and sustained accuracy. It has double-hoist screw bed 
adjustment; sectional feed roll; sectional chipbreaker; 4 driven 
rolls; built-in knife jointer and grinder; feeds of 33 or 44 FPM 
or variable feed from 22 to 66 FPM; and many other 
desirable big planer features. For complete details write for 
Bulletin No. 60. 

One of a complete line of single 
and double surface cabinet plan- 
ers. Consult us on any planing 
problem. 


eu5: ine, WORKS PLANER SPECIALISTS SINCE 1862 
a 238 EIGHTH ST, HOLLAND, MICH, 








147 











Lemperly as director of sales. Mr. 
Burt has spent his entire business 
career with Sherwin-Williams _ in- 
terrupted only by World War I where 
he served for two years as a Cap- 
tain in the U. S. Army. Starting in 
the company’s advertising depart- 
ment, his progression has taken him 
into practically every phase of the 
company’s sales activities. 


Elected Ruberoid Director 


E. J. O’Leary, 
vice-president and 
general sales 
manager of The 
Ruberoid Co., has 
been elected a 
director of the 
company, it was 
announced by 
Herbert Abraham, 
president. Mr. 
O’Leary has been : 
associated with 
Ruberoid for the past 21 years. 





Prior 
to becoming vice-president in Janu- 


ary, 1951, he had held various re- 
sponsible positions in the organiza- 
tion, including those of general man- 
ager of the Dallas district, general 
manager of the Mobile, Ala., district, 
and sales manager of the Southern 
division with headquarters in Balti- 
more. Before joining Ruberoid he 
had been associated with Eternit, 
Inc., St. Louis, Mo., producer of 
asbestos building materials, which in 
1930 was acquired by Ruberoid. 


OBITUARIES 


CORNELIUS M. (NEAL) VAN- 
DEN BOS passed away June 24 at his 
home, 1116 Powers Av. 

He had been associated with the 
Grand Rapids (Mich.) Lumber Com- 
pany for over 40 years, and at the 
time of his death was a director of 
the company. Until failing health 
caused his retirement, he was man- 
ager of the West Leonard St. Yards. 


ANSWERS TO WHAT'S YOUR 
ANSWER? 


Stop! Read questions on page 120 


1—“It’s the cheapest space you can 
build.” See p. 75. 

2—1600 degrees. See Alumi-Roof 
ad, Sheffield Bronze Paint Corp., 
p. 24. 

3—Either paint or tool kit. See p. 76. 

4—United Products Co., Overhead 
Door Division, Milwaukee, Wis. 
See ad pp. 21-3. 

5—William Marling, Sr., Marling 
Lumber Co., Madison, Wis. See 
p. 101. 

.6—Paint brushes and rollers. See 
ad p. 101. 

7—Heavy building up 40% or about 
$92 million. See News Briefs, 
p. 9. 

8—Strand Garage Door Division, 
Detroit Steel Products Co. See 
ad pp. 14-15. 

9—Packaged, ready-hung doors that 
can be installed in 20 minutes. 

10—Carports. See p. 80. 
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GOOD LEADS SELL GARAGES 


(continued from page 76) 





els should include displays of 
garage hardware and pictures 
of garages your firm has sup- 
plied. 

Have you ever passed a con- 
struction site and wondered 
who was supplying the mater- 
ials for the building? Display 
your name on each of your ga- 
rage construction sites. An- 
other method is to leave some 
of your business cards with 
new owners of your garages to 
pass out to friends. When you 
are trying to break into a new 
area or subdivision, concentrate 
on selling one garage and then 
invite potential buyers to see 
this garage. 

Even in areas where there is 
little new construction, the 
dealer can still sell garage ma- 
terials ——lumber for repairs, 
overhead garage doors and au- 
tomatic hardware. REMEM- 
BER—remodeling and modern- 
ization are profitable in the ga- 
rage market, too. 





THEY HELP THEM 
BUILD THEIR OWN 


(continued from page 93) 





has to offer. 

The Thomas “Self-Built” ga- 
rage idea has been very suc- 
cessful. The amount of time 
spent on making up the con- 
struction lists has paid off in 
sales completed in minimum 
time. 

Last year the company sold 
about 50 garages. About 50% 
of these were erected by the 
homeowners. The average sell- 
ing price was $450. 





SELLS CUSTOM-BUILT GARAGES 


(continued from page 101) 





We offer a consultation service 
to individual builders whereby 
we assist with complete con- 
struction information. 

“Most people are too price 
conscious for their own good. 
When they come to me it’s, 
‘you name the figure or I'll 
name it and I'll tell you what 
you can get for it. 

“T’ve sold so many garages 


that I know off hand what one 
will cost without any detailed 
figuring. It may be thai | 
could specialize in package 
units, but I don’t think the cus. 
tomers would be satisfied.” 





DEALERS ARE DRESSING UP 
(continued from page 106) 





architect, recommends that 
each dealer contact the nearest 
chapter of the American 5o- 
ciety of Landscape Architects 
for the best varieties suitable 
for his locality and establish- 
ment. 

“Landscaping not only con- 
sists of planting and plant ma- 
terials, but site planning and 
engineering as well,” says Gill. 
“The landscape architect is a 
licensed professional engineer. 
He will not only suggest the 
plant materials to use, but for 
a small fee, will make a layout 
of sidewalks, planters’ boxes, 
flower-beds and other things 
pertinent to attractively land- 
scape your property. Whenever 
advisable, he will suggest the 
use of native materials.” 

The ASLA has 11 chapters 
separated by regions, located 
throughout the United States. 
To get in contact with the near- 
est chapter office or obtain the 
names and addresses of men- 
bers located in or near your 
city, simply write to the na- 
tional secretary of ASLA: 
Bradford Williams, 9 Park St., 
Boston, Mass. 





WOMEN ARE YOUR BUSINESS 
(continued from page 112) 


— 





Drawers and _ cupboards — 
depths, hardware, new ma- 
terials. 


Cabinets—sliding doors, 'ift 
doors, tambour doors. 

Three dimensional displays. 

Women are your _ business. 
Wood has an opportunity like 
never before. Make the most of 
this metal shortage market. (ne 
large company has even «mM 
ployed a woman to really design 
exteriors and interiors. Each 
of you can do it, for every cou. ity 
in the country has a Department 
of Agriculture expert. Use ler, 
she knows the kitchen business 
as well as pressure-cooker can- 
ning. 
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THE NEW 
DOOR AND FRAME 
ane PACKAGED UNIT 


Hand chiselers may end wp with a mortician 
instead of a mortise. READY HUNG 
DOORS eliminate chiselers. 





READY HUNG DOOR CORP., DEPT 8 
FORT WORTH 2, TEXAS 





Gives Siding Jobs Improved 
Protection and Appearance 














On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 

















GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


mers of WHITE PINE oes... 


Genuine 
Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1952 
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HORNER 


FLOORS \ || Ng 


can take itiS® 
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In the home recreation room, the club, or a ballroom, 
the scuffing of dancing feet applies a telling abrasive 
test to flooring. 

HORNER Northern Michigan Maple Flooring has 
topped this test for 60 years! Superb, smooth, naturally 
beautiful — for private homes or public buildings — 
HORNER Flooring doesn’t sliver, chip or dust — and 
it's easy to keep clean and good looking! You'll sell 
HORNER Flooring with pride and confidence. Write or 
telephone (Houghton, Mich. 852) for full information. 


HORNER FLOORING Co. ,“@aii> 


215 Maple Ave., Dollar Bay, Mich. 
the oldest 


HORNER ssc 


Hardwood Flooring .; 



















AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 


$30 te $50 A MONTH 
ie LUMBER ANO (A808 


ORDER NOW O8 SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
Ort «4 








J. M. J. Tile Cutters give 
YOU the edgein PROFITS 






You You 
Profit Profit 
from from 


Tile Sales Rental 


Customers buy more TILE and YOU PROFIT when you 
offer J. M. J. tile cutters to rent when they purchase tile. 
J M.J. tile cutters cut all resilient floor tile, all types 
of plastic wall tile and cuts and bevels in one operation 
all types of metal wall tile. J.M.J. helps you with 
free ad mats, counter cards, rental Sa , 
forms and other material. 

CLIP AND MAIL TODAY 













Please send me FREE BULLETIN F on the JMJ Tile 
Cutter Rental Plan and name of nearest distributor. 


NAME 
ADDRESS 
CITY 













ZONE____STATE 
































"Nuts to the 


La) 
Manufacturers 
Don Campbell, secretary of the 
Kentucky Lumber Dealers As- 
sociation, and a former presi- 
dent of the NRLDA, recently 
expressed the growing irrita- 
tion of many progressive deal- 
ers who resent the label of 
“noor merchandisers.” This is 
the way Don states the case: 

“T sat in on a panel last 
week in New Orleans. I heard 
the same story I have been 
listening to for 25 years— 
that retail lumber dealers are 
poor merchants; that we must 
assume the obligation of dis- 
tributing the increased pro- 
duction of our suppliers; that 
our failure to do this will be 
a blow at free enterprise and 
plant the seeds of commu- 
nism; that we have an obli- 
gation to keep the productive 
capacity of our industry go- 
ing—regardless. 

““And my answer for the re- 
tailers was ‘nuts to you.’ The 
retail lumber dealer today is 
a merchant. His mortality 
rate is practically minus; his 
standing in his community is 
far above the average; he is 
more conscious today of prop- 
er management and _ selling 
than ever before; and his first 
obligation is to his customers, 
not his suppliers. 

“Granted that we have 
much to do in just keeping up 
with the times, but I cannot 
‘buy’ the charge that we are 
behind the parade. I do not 
think we have a responsibil- 
ity to sell the expanded prod- 
ucts of our manufacturers 
beyond the limits of our area 
to consume. I definitely feel 
that our suppliers have a re- 
sponsibility to create new 
products or new uses for the 
old products rather than just 
expand production. 

“It’s a two-way street, and 
that’s the way it should be. 
Retailers should aggressively 
promote the sale at a profit 
of as much merchandise as 
their trading area will con- 
sume. Volume sales without 
profits help no one. Let the 
manufacturer create in the 
consumer a desire to use his 
product, and the retailer will 
do his share in satisfying 
that customer. As I see it, it’s 
our job to sell the consumer 
what he wants, not neces- 
sarily what the manufacturer 
thinks he should buy.” 
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Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. 

allowed. Please 


No cuts or special borders 

indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 


allowed. 
Terms — Cash With Order 
Minimum Charge $2.00 


Rates: 

1 Time — 10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times — 9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c per word tor each insertion. 
Minimum charge of 35¢ per line. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering box numbers or 

copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 

139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


WANTED—City Salesman for large Retail 
Yard in Iowa. Lumber and Building Material 
Experience needful. Job open now. Reply in 
own handwriting and state salary require- 
ments. Address Box Z-26, American Lumber- 
man, Inc. 


mailing 








WANTED: In our General Office in Dubuque. 
Iowa, a draftsman competent to take off com- 
plete material lists, specifications, draw plans, 
oe. SPAHN & ROSE LUMBER CO., Dubuque, 
owa. 


EXECUTIVES—ARE YOU CONTEMPLATING 
A CHANGE? Then why trust to luck in lo- 
cating your new position? Let us tell you 
about our service which is an economical, 
effective and confidential method of opening 
the door of opportunity with the right em- 
ployer. We can help you locally or at distant 
points. Full details without obligation. HINES 
EXECUTIVE SERVICE. 5355 W. North Ave., 
Chicago 39, Illinois. 





Production Manager for large special millwork 
plant in South. Exceptional opportunity for 
thoroughly experienced executive with top 
previous record. Write fully Box Y-47, Amer- 
ican Lumberman, Inc. 


Excellent opportunity for a well qualified esti- 
mator and building material salesman. Give 

revious experience and references. STONE 
LUMBER COMPANY, Box 557, BRISTOL, TENN. 





OFFICE SALESMAN—Needed by large West- 
ern Lumber Manufacturer and Wholesaler to 
assist sales manager. Must be experienced, 
under 40, good sales a some acquaint- 
ance with retail dealers. xcellent opportu- 
nity and compensation. Full time in Chicago 
office. Address Box Z-38, American Lumber- 
man, Inc. 





Production Engineer—to supervise changes in 
equipment and methods in a wood mill opera- 
tion using heavy stock. Will interview qual- 
ified applicants—state experience, training and 
age. Rdivcas Box Z-40, American Lumber- 
man, Inc. 


MILLWORK ESTIMATORS 

First class men, experienced in estimating 
millwork with knowledge of drafting. Un- 
usual opportunity for capable and qualified 
men. Excellent opportunity for advance- 
ment and steady employment. Concern 
located in New York City. Write giving 
ualifications and experience. Address Box 
-31, American Lumberman, Inc. 





Estimator and Biller 
With some knowledge of detailing wanted by 
large Midwest millwork manufacturer. Give 
complete information concerning educational 
background, experience, if any, and avail- 
ability. Address Box Z-32, American Lumber- 
man, Inc. 


July 








HELP WANTED 


WANTED—Aggressive young men with retail 
lumber experience. Positions open for man. 
agers and assistant managers. Lumber yards 
in Kansas and Oklahoma. Address Box 2.33, 
American Lumberman, Inc. 











Capable yard foreman, supervisor. Knowl. 
edge of soft-wood gradings. Good dis. 
ciplinarian. Top pay, Southern Michigan, 


Address Box Z-39, American Lumberman, Inc, 





Sales Manager—Capable and _ experienced, 
Must be able to stimulate and supervise sales 
and salesmen. Excellent opportunity for the 
right man with this National Organizction, 
new in the Chicago Area. Address Box 2-42, 
American Lumberman, Inc. 


SITUATIONS WANTED 


MILLWORK-DETAILING 
Let a group of experienced millwork detail- 
ers with 30 years experience, commercial and 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-71, 
American Lumberman, Inc. 








— 


Millwork — Lumber Estimator—Biller—Detailer 
—Service Work. Detroit area experience, 
Address Box Z-27, American Lumberman., Inc, 


Competent estimator with excellent record 
both stock and special woodwork, desires 
change to permanent position. Address Box 
Z-22, American Lumberman, Inc. 


Lumber Inspector, wide experience. grades, 
manufacture and shipping. West Coast 
Species. Furniture. Some Hardwood. Seeks 
buying position with reliable wholesale firm. 
Have some good connections. Address Box 
Y-26, American Lumberman, Inc. 





MR. EMPLOYER: WHY BEAT YOUR BRAINS 
OUT HUNTING QUALIFIED HELP? We are 
experienced lumbermen and speak your lan- 
guage so register your needs with us and 
let us find the men, screen them and check 
their references. No charge to you unless 
you want to help the successful applicant. 
HINES EXECUTIVE SERVICE, 5355 W. North 
Avenue. Chicago 39, Ill 





MILLWORK SUP’T., DRAFTSMAN-biller, de- 
tailed and stock millwork; years of experience. 
Cost Minded. Address Box Z-4l, American 
Lumberman, Inc. 


WANTED 
SALES REPRESENTATIVES 


Large nationally known lumber corporation 
shipping all species Western, Eastern, South- 
ern lumber has og | opportunity in 
various territories for high-type manufac- 
turers’ representatives calling on lumber 
ards and large industrials. Address Box 
-43, American Lumberman, Inc. 








Wanted—Manutacturers Representatives now 
selling to retail lumber yards to sell our line 
of corner China Cabinets. Write Harris Prod- 
ucts, Inc., Amherst. N. H. 


See our ad under Lumber Offered and if you 
have customers wanting Ponderosa Pine. 
contact us for full information. United Mills 
& Lumber Co., 313 Jefferson Bldg., Peoria 2. 
Illinois 


Wanted—Manufacturer’s representatives now 
selling to retail lumber yards to sell our 
complete line of interior and exterior {lush 
doors. Write Style King Door Company: 
9946 Greenfield Road, Detroit 27, Michigan 


SALES REPRESENTATION _ 
AVAILABLE 


Additional volume lines desired by manufac- 
turers representatives with main office in Bos- 
ton. We cover New England and offer steady, 
experienced coverage to Building Supply am 
Hardware Wholesalers, and Lumber am 
Building Supply retailers. Address Box \-48 
American Lumberman, Inc. 











USED MACHINERY WANTED — 





WANTED 7 
Horizontal Band Slab Resaw. Give all spec 


fications, condition of the machine, price 
and where could be inspected. FORANO 
LIMITED, 2197 Sherbrooke St., E. Montreal: 


Canada 


Que., 


14, 1952, AMERICAN LUMBERMAN © 
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